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UNTER, who has made fans and 


ventilators exclusively during 





52-In Hotel Type 58 years, is now operating under War 














Production Board restrictions. ¢ No 
more fans will be made except for the Army, Navy and Maritime Commission. 
HUNTER unfilled orders now on hand represent contracts with Government 
Agencies. @ Certain sizes of belted exhaust types can be made available for 
Government hospitals and other war industries, subject to limited material 


inventories now on hand. 


HUNTER FAN & VENTILATING COMPANY, INC. 


Factory: FULTON, N. Y. 


General Sales Offices: Memphis, Sterick Bldg. Eastern Sales Office: New York, 92 Warren Street Western Sales Office: St. Louis, 1706 Olive Street 


Sales Offices: . gaa P nara Sales Offices: 
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y * 
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DALLAS “ Were ed DETROIT 
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wherever it is most convenient, because it re- 
quires no more floor space than a comparable 





A The Westinghouse Home Freezer can be located 


Now it can be shown. And the big news is that 










the new Westinghouse is an xzpright Home size refrigerator. 

Freezer. Exhaustive tests of the Westinghouse Home 
““Reach-in Convenience” makes all frozen foods Freezer, in the laboratory and in actual homes, 
readily accessible with the many advantages of have established remarkable records in efh- 
orderly storage arrangements. ciency and economy. 

Individual inner doors enable the homemaker Use of the Westinghouse hermetically-sealed 
to select foods from any section without dis- refrigeration system assures years of trouble- 
turbing foods or temperatures in other sections. free operation. 













ASK YOUR WESTINGHOUSE DISTRIBUTOR 3 O MILLION PRE-WAR 
ABOUT THE FULL LINE FRANCHISE 


e 
This new upright Home Freezer with \ ) Cc S (1 nN bh ( yU S e 
“Reach-in Convenience” is just one h ‘ 
more reason why the Westinghouse Full ELECTRIC HOME ( APPLIANCES 


Line Franchise will be “hot”. A few 






YOUR PROMISE OF STILL FINER ONES TO COME 





territories are still open. Check your 





Westinghouse Appliance Distributor. 













WESTINGHOUSE ELECTRIC CORPORATION ~» Plants in 25 Cities... Offices Everywhere » APPLIANCE DIVISION - MANSFIELD, OHIO 


te & BD 


Tune in John Charles Thomas, Sunday 2:30 EWT., N.B.C. « Hear Ted Malone, Monday through Friday, 11:45 A. M. EWT., Blue Network 
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reported company age and reputation 
most important buying factor! 


A number of commercial tape agents were recently asked to list 
the most important factors in the purchase of friction and rubber 
tape. Almost unanimously they reported the above results. 


On both these points, PANTHER and DRAGON 
Friction and Rubber Tapes stand high 





















They are made by a company in the electrical insulation business 
ce 1878. 


[hey are compounded and produced by the same research 








ited 
















ble pists and skilled workers that make world-famous Okonite and 
sal d wire and cable products. 

= PA JER and DRAGON Friction Tapes adhere firmly and have | 
fin: high S@Mesive characteristics. PANTHER and DRAGON Rubber | 
led Tapes readily and securely and have high elongation and excel- | 
le- lent eleGifital qualities. All tapes pass ASTM and Federal Emer- 







cations. 


pformation on these tapes — or for the address of your | 
ed distributor — write today. 


PANTHER & ORAGON 
friction and rubber TAPES 


Sold Through Recognized Independent Wholesalers 


qt) HAZARD «<.- 
INSULATED WIRE WORKS ~~ 


Division of The Okonite Co. 


rre, Pennsylvania ° Offices in Principal Cities 


gency Sp 
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It’s more than just living from day to day. 


It’s security and a better life for you and your 
family . . . an education and a sound future 

for your children . . . a business you can build 
with your heart and hands... a respected place 
in your community. 


These are the things you’re working for... 
whether an individual or a business organization. 
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And these are the reasons why the Kelvinator 
Franchise is a valued possession to that forward- 
looking group of men and organizations that 
hold it. For that franchise means a future... a 
better business life . . . protection against the 
vicious competitive selling practices arising from 
too many dealers, too many models, too few sales 
per retailer. It means a sounder business 
opportunity for the long pull. 


That franchise means a higher standard of business 
and human relations because the basis of Kelvinator’s 
“‘Retail-Minded” thinking is that no sale has been 
completed until the product leaves the retailer’s 

floor! Every detail of Kelvinator’s way of doing 
business supports this policy . . . 


More Sales per Dealer— Yes, more sales per 

dealer because the Kelvinator selective distribution 
pattern . . . based upon not the most but the 

finest dealers . . . plans a market adequate to 
insure enduring, profitable returns on investments 
of time, money and effort. 


Simplified Product Policies—A line of products 

so simplified and compact as to reduce retailers’ 
investments in inventory. The Kelvinator line is 
confined to high-unit-of-sale, big volume products. 


Competitive Price Policy—Kelvinator’s aim will 
always be to maintain a price policy that is 
vigorously competitive . . . with higher units of 
sale assured by a proven step-up plan dramatizing 
visible, salable values at each step. 


Retail-Minded Merchandising— Designed for action, 
Kelvinator advertising, sales promotion and sales 
training have one purpose—to move merchandise 
off the retailer’s floor. 


This is the meaning of ‘‘Retail-Minded”’ 
Kelvinator . . . a better way of business that gives 
you the things you are working for! 


*rone* 


Nash-Kelvinator's hit 
musical program Sun- 
days 4:30P. M.,E.W.T. 
American Broadcasting 
Company. 








Greater range... 


reception! 


WAY FMRA 


clearer 


with G6) y, 


G-E 2-way FM radio gives you greater 
mileage per watt, better coverage per 
dollar of investment, makes it possible 
to protect wider areas with greater 
dependability. 


te Long-Range Coverage — General 
Electric’s high-sensitivity receiver pulls 
the message through — out to “the 
fringe” where signal strength may be 
as low as 0.5 microvolt or less. 


- Accurate Message Reception — 
General Electric’s improved audio cir- 
cuit, with the feature of inverse feed- 
back, provides better voice quality, 


greater audio output, lower distortion 
—your assurance of clear, crisp message 
reception. 


ee Complete Standby Silence —Gen- 
eral Electric’s highly effective squelch 
circuit mutes the receiver on all random 
noise during standby; opens the re- 
ceiver ona signal input of 0.1 microvolt. 


For additional information on G-E 2-way 
FM radio equipment, or for help concern- 
ing your particular communication prob- 
lem, write: Electronics Department, General 
Electric, Schenectady 5, N. Y. 


Everything for 2-way radio 


GENERAL @ ELECTRIC 


e Greater 
Communication Range 


| @ Lower Battery Drain 


@ Improved Tuning 
Reliability 


@ Complete Accessibility 


Top view of chassis of the G-E 
high-sensitivity station receiver. 


Hear the G-E radio programs: “The World Tod. 

news, Monday through Friday 6:45 p. m., EW], 
CBS. “The G-E All-Girl Orchestra,” Sunday 
10 p. m., EWT, NBC. “The G-E House Party,’ 
Monday through Friday, 4 p. m., EWT, CBS. 


163-05-6916 
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Swing low 


Sweet Kilowatt / 












































The cost of living has gone up like this— 
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BUT the price of electricity has come down like this! 






























practical business management to do this 
job. Everybody in the business had a part. 









Nosopy needs to tell you that the cost of | And recent government figures show that 

living has been climbing toward high C. 
But maybe you do need a reminder that 

the cost of electricity has kept right on 


the average price has continued to go 
down—even since war began. That fact 
ought to be music to your ears! 


© Listen to “THE SUMMER ELECTRIC HOUR” with Bobet 
Armbrvster's Orchestra ond gued stor: Every Sundey ottermoun, 
4:30, EWT, CBS Network 


coming down the scale. Keeping the quality of service u nd 
| ee eee 
yours is an average household, you're ” " 2 
7 Cet eno, G. — ment in wartime. AND POWER COMPANIES 


getting about twice as much electricity for 


your money today as you did 15 years ago. SELF-SUPPORTING, TAX-PATING SUSINESSES 
lay as ye ears ago. masenine 


It took a lot of planning, perspiration and Ramee on vaguea from thie 





DON'T WASTE ELECTRICITY JUST BECAUSE IT'S CHEAP! 











HERE’S 


THE above advertisement tells—in 
words and music—an astonishing 
wartime fact .. . that the cost of elec- 





SOMETHING TO SING ABOUT! 


the series sponsored by a large group 
of America’s business-managed elec- 
tric light and power companies. 


be back in the fall. Meanwhile, tune 
in “The Summer Electric Hour’— 
with Robert Armbruster’s Orchestra 
and guest stars—every Sunday after- 


-E tricity has actually come down at the This co-operative advertising also 

or, very time when the cost of almost =; .ctudes messages in farm publica- 009 (4:30, EWT) over CBS. 

4 everything else has gone up. tions and newspapers, and the pop- All of this advertising effort has a 
= Millions of readers of national ular radio program starring Nelson _ direct bearing on your industry, your 
CBS. 


magazines will see this advertise- 
ment during July. It is another in 
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Eddy—‘‘The Electric Hour.’’ Mr. 
Eddy is vacationing now, but he’ll 


company, your job. Follow it closely 
and discuss it with your friends. 


167 ELECTRIC LIGHT AND POWER COMPANIES 


SELF-SUPPORTING, 


* Nam2s 07 request from this magazine. 


TAX-PAYING BUSINESSES 



























(75 FREE! 


Ask your G-E Distributor for it 
YOUR LOCAL G-E MERCHANDISE DISTRIBUTOR A quick glance at this handy, easy-to-use Varnish 


Selector gives you all the facts on 7 outstanding in- 


pe eek ee a es ee te sulating varnishes — characteristics, applications, 


SEND THIS COUPON NOW TO 


baking and drying time, base, thinner, viscosity— 
everything you want to know. Ask your local G-E 
Please send me a G-E Insulating Varnish Merchandise Distributor for one and you'll always 
Selector as offered in Electrical South. have this essential information at your finger tips, 
ready to use. A list of G-E Distributors is available on 
EEC OTOL ARTE Me Te ERE ee i request from Section RIM 452-23, Resin and Insu- 
lation Materials Division, General Electric Company, 

ERS EE en ane oe Schenectady 5, New York. 


Gentlemen: 


Coaweny.................... 


aon ee | GENERAL @& ELECTRIC 





a Pa pias eae 
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When a dead-end load is applied to a Hubbard 4-11-44 
Wireholder, the first thing that happens is a close conforma- 
tion to the porcelain of the Copperweld wire bail, which 
runs around the wire hole. This distributes a compression 
load over the largest possible aréa of the porcelain. The 
metal bail carries the load, the porcelain merely rides the 
bail like a saddle. 


This is evident on observing the construction of the Hubbard 
4-11-44, But not so well understood, is how the bail- 
fastening to the base stands up so well. At first glance it 
would seem that increased loading would simply straighten 
out the hooked ends of the bail and cause them to let go. 
By referring to the diagram it will be seen why this is not so. 


As the load is increased at “A” beyond normal strain, the 
base starts to “bow” up slightly at “D”. Immediately the 
shoulders at “B” and “C” are drawn in against the bail 
“E”, gripping it over a fairly large area, like the jaws of a 
vise. The harder the pull, the tighter the grip until the ; 
ultimate of the bail wire is reached. | 

*The full strength of any wirebolder will not 


*Tests have shown that before the bail breaks the normal be developed by a poor mounting. Thin sid- 
mounting would long since have pulled loose. Attached to ing, soft splintery wood or loose bricks will 

a solid beam of hard wood one Hubbard 4-11-44 Wireholder give way under a very low strain. Avoid 

will support the weight of a light automobile. weak mounting. 





| 
HUBBARD ann COMPANY 


PIitQtrtvs 8 Ute o> CARA 4 Hes CAUVIFP-ORNIA... © Ree ee 


ELECTRICAL SOUTH for JULY, 1945 





: ot aN eo 


rank Adama we 


7 @ ELECTRICAL PRODUCTS 





is designed for efficient plant layout and 
is unexcelled for changing plant conditions. 


Architects and engineers have found great, new possibilities in 
power distribution with @ Busduct— both Feeder and Plugin 
— for the smallest to the largest plants! 


Selection is Easy... 
Just Remember These Advantages! 


The greatest value of Feeder ( Busduct is that it takes up a min- 
imum amount of space for large capacity feeders. Used between 
generators and switchboards, between switchboards and distribu- 
tion center, or from the service entrance to the distribution center 
it assures minimum voltage loss, plus permanent yet flexible service. 


Plugin @ Busduct is the answer to busy manufacturers. No time 
is lost when equipment is added or moved . . . just plug-in and go! 
It reduces shut downs... speeds up reconversion! It eliminates 
tearing up and restringing long, expensive lead-ins when equipment 
is moved. Saves on Panelboard and Switchboard expansions when 
load is increased. And it is practically 100% salvageable if moved. 


There is a @ District Representative near you. Write for his 
name and address, or see our catalog in Sweets. His experience in 
serving small manufacturers as well as the nation’s largest com- 
panies will be helpful in planning your distribution system. 


doe — nena we s Box 357, St. vested Mo. 
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“When I sell Coolair Fans | know that | 
am giving my customers what they are paying 
for in air delivery, for . 

“Each Coolair Fan has been rated according 
to the Standard Test Code adopted jointly by 
the American Society of Heating and Ventilating 
Engineers, the National Association of Fan Man- 
ufacturers and the Propeller Fan Manufactur- 
ers Association. 

“Just one of many reasons why I’ve got so 
many satisfied customers who help me sell more 
Coolair Fans.” 











NOTE: Priority rated orders still have first call 
on our production. Wise Coolair dealers will 
continue to sell fans on the highest possible 
priority ratings, so they can get reasonably 
prompt shipments on stock replacements and 
direct-to-customer orders. 





AMERICAN COOLAIR 
CORPORATION. . .manufacturers 
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Akron, O., Sacks Electrical Sup. Co. 


Albany, Ga., Ferrell-Wight Co., Inc. 
Albany, N. Y. Ibany Garage 
and Appliance ‘Distributors, Inc. 
Allentown, Pa. 
Luckenbach & Johnson, Inc. 
Atlanta, Ga. . 
.... Brown Distributing Co. 
Amarillo, UR bi esuipesustedaxivacdaioninnne 
.... Southwestern Appliance Co. 
Austin, Tex., Calcasieu Lumber Co. 
Baltimore, Md., Jos. M. Zamoiski Co. 
Bangor, Me., — Industries Co. 
Birminghen, A 
daate — ds Supply Co., Inc. 


. Va. 
shiek caobacs . Bluefield Supply Co. 
Brooklyn, N. ee E. A. Wildermuth 
Buffalo, N.Y., Ww. Bergman Co., Inc. 
CO eae 
Vermont Appliance Co. 
Cambridge, Mass., The Eastern Co. 
Casper, Wyo. .... Casper Supply Co. 
Chadron, Neb., Casper Supply Co. 
Charlotte, N. C., A. K. Sutton, Inc. 
Chattanooga, Tenn. ..............c00e0000 
sdesevivkond Harry W. Cameron, Inc. 
Cheyenne, W yo., Casper Supply Co. 
Chicago, Ill. ........ H. U. Mann Co. 
Cincinnati, O., Ohio Appliances, Inc. 
Clarksburg, W. Va. 
acadatokenenoien Van Zandt Supply Co. 
Cleveland, O., Midland Electric Co. 
Columbia, S. ra Carolina Sales Corp. 
Columbus, O., Ohio Appliances, Inc. 
I II oss ccs icuctcecoamanecesveixve 
abodes Radio City Distributing Co. 
MN CN is cincascs cca vcapenssesincevnn 
siaeiehaaie eas Schneiderhahn’s, Inc. 
Dayton, O., Ohio Appliances, Inc. 

Denver, Colo. ; 
Radio & Appliance ‘Distributing Co. 
SE a aaa en ss eee 
rdatacseedaneae Schneiderhahn’s, Inc. 
ee | Sere 
Philco Distributors, Inc. 
El Paso, ; ; aaa W. G. Walz Co. 








Erie, Penna. ............ Young Bros. 
Fargo, No. Dak. .... The Larson Co. 
Fort Lauderdale, Fla. .................... 
...... McDonald Electric Co., Inc. 
Gettysburg, roan, SAE eee 
. A. Hartley & Co. 
Grand “Bosiie Mich. SREB 
scones Radio Equipment Co., Inc. 
a Ts IG acsitescaccosacesexeces 
sina eidiaios Great Falls Paper Co. 
Greenville, N. C. 
ee ae Carolina Sales Corp. 
Harrisburg, Pa. 
... Penn Appliance Distributors 
ME: GING no scsicedevisscevcessccceve 
cierputaeeess Wood-Alexander & Zo. 
Hlowolades, Fawalé .........010002.00000002-0 
.. Williams Equipment Co., Ltd. 
Sy eee 
Straus-Bodenheimer Co. 
Huntington, A Va. 
eects Pricsateic’ Van Zandt Supply Co. 
TI, HS saninniescccssséverccrsoxe 
saideada Radio Equipment Co., Inc. 
Jackson, Miss., Cabell Electric Co. 
TI Io scs sersercasscvessessanses 
Southern Hardware & Bicycle Co. 
Kansas City, Mo., Jenkins Music Co. 
I) FS os vinssenccescscisesnivsoree 
ORES Harry W. Cameron, Inc. 
Laramie, Wyo., Casper Supply Co. 
Little Rock, Ark., McGregor’s Inc. 
ON Ds Ge oa sgeicnerstcccssccesssece 
iiveiaseinties ugh Industries, Inc. 
Eee 
SE Gough Industries, Inc. 
I I ees cer scat eraseisernissacecnse 
FS MARES Peaslee-Gaulbert Corp. 
SS S| eer 
... Southwestern Appliance Corp. 
Memphis, Tenn., McGregor’s, Inc. 
ES CRE a ee 
McDonald Electric Co., Inc. 
Milwaukee, Wis. 
Roth Appliance Distributors, Inc. 
Minneapolis, Minn. 
The ‘Roycraft Co. 


The sweet music of “Reconversion” 
finger down the list below and choose your partner! Here are Premier's 
79 distributors—the best in the land—waiting to join hands with you 
to bring the Premier Cleaner and the public together in your store. 
Find the distributor nearest you and get in touch with him now to 
plan your future with Premier. And remember .. .“A future with 
Premier is a future with Profits!” 


NN I aaa trecssensuienanied 
SSS ny Electric Service 
Montgomery, A 
sincere Steel ds Supply Co., Inc. 
Nashville, Tenn. 
eS . Harry WwW. Cameron, Inc. 
Newark, N. J., L. R. Beavis & Co. 
Newburgh, NN. ¥. 
Shapiro Sporting Goods Co. 
New Orleans, La., Walther Bros. Co. 
New York City, N. Y. 
teal: Gross Distributors, ‘Inc. 
of {ae 
...... Commonwealth Sales Corp. 
Oklahoma City, Okla. ..... 
sandanssieagebiciiaaen Hales- Mullaly Co. 
Omaba, Nebr. .... Sidies Company 
SS eee 
pit tea Robertson Supply Co. 
a eee 
Elliott-Lewis Electrical Co., Inc. 
Phoenix, Ariz. .... W. G. Walz Co. 
Ny SIN aincciet ueoecacecesherssveneses 
bevabedeunees Electric Products, Inc. 
Portland, Me., Maine Industries Co. 
Portland, Ore., Sunset Electric Co. 
Providence, R. 1., The Eastern Co. 
Rapid City, S. D., Casper Supply Co. 
Richmond, Va. 
iii Commonwealth Sales Corp. 
Rochester, N. Y. 
pecpiaeiteas O’Donnell-Dunigan Co. 
Saginaw, Mich. 
aesebenblanss Northern Supply Co. 
St. Louis, Mo., Interstate Supply Co. 
Salt Lake City, Utab .... 
sdebintinvegice Flint Distributing Co. 
Da SI, TINE iinissiccsveseveseccss 
General Hotel Supply Company 
Southern Equipment Company 
San Francisco, Cal. ..........0000.-+ 
PIONS . R. Basford Co. 
oe eee 
seesiaiinidates Gough Industries, Inc. 
Santa Barbara, Cal. 
Gough Industries, Inc. 
Savannah, Ga. ........ Tuten & Long 
Scotts Bluff, Neb., Casper Supply Co. 
Seattle, Wash., Sunset Electric Co. 


is about to begin—so run your 
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THE PREMIER DISTRIBUTORS 


Sheridan, Wyo., Casper Supply Co. 


Sioux Falls, 8. Dak 


ASAE MES E. %, “Gustafson Co. 
So. Bend, Ind., Radio Equipment Co. 
Spokane, Wasb., Sunset Electric Co. 
Staunton, Va., M. A. Hartley & Co. 


Syracuse, N 


Thief River Falls, Minn. .......... 


Tulsa, Okla. .... 
I Fe Gig isvccseietenscovcce 


aE Columbia Wholesalers, Inc. 


West Palm Beach, Fla. 
.... McDonald Electric Co., Inc. 
White Plates, IE. Wo. .....cssiesnec20s0.0 


Wilmington, Del. ...................... 


soudeeubaiies Garrett-Miller Co., Inc. 


Worcester, Mass. .... The Eastern Co. 
Worland, Wyo., Casper Supply Co. 
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ELECTRIC VACUUM CLEANER CO., INC. * CLEVELAND 10, OHIO 


PREMIER 
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“All That the Name Implies” 
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E. M. O'Donnell Co. 
Tampa, Fila. .... Electric Supply Co. 


The Larson Co. 
Toledo, O., Philco Distributors, Inc. 
Hales-Mullaly Co. 


hrer-Nason Co., Inc. 
Wichita, Kan., The Steve Wise Co. 
Wilkes-Barre, Pa. .... R. B. Wall Co. 
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Home Planners Institute Assures Ready Market 
For Adequate Wiring and Home Appliances 


HERE is little doubt that as 

building matcrials and home ap- 
pliances become available there will 
be a tremendous number of families 
who need this equipment and _ have 
the money to buy it. 

In order that there will be no delay 
in getting such a building program un- 
der way, business men of New Or- 
leans are making certain that a size- 
able number of families will know 
exactly what they want and will be 
ready to go ahead with their building 
program. ‘This is being accomplished 
by a free course in home building for 
which nearly a thousand persons have 
already enrolled. 


Designated as the Home Planners’ 
Institute, the course will include 12 
lectures, covering every phase of home 
planning and extending over a period 
of a year. The subjects to be covered in 
detail include: selecting home site, fi- 
nancing; designing the home, hobbies, 
recreations and landscaping; contrac- 
tors; kitchen planning; building ma- 
terials; heating, ventilation, insula- 
tion, and air conditioning; plumbing; 
electric wiring and fixtures; interior 
and exterior painting, decorating; 
household appliances and new home 
features, and house furnishings. 

Although the New Orleans Home 
Planners’ Institute is sponsored by the 


Home Development Committee of 
the New Orleans Association of Com- 
merce, more than 40 business firms, 
individuals and associations contribut- 
ed to the $14,000 fund required to 
pay the incidental expenses of the 
Institute. 

The electrical industry of New Or- 
leans has taken a particularly active 
part in promoting this educational 
program. E. N. Avegno, of New Or- 
leans Public Service, Inc., is chairman 
of the committee on finances, budget 
and fund raising. W. A. Feuillan, Jr., 
of the Lighting Fixture and Electric 
Supply Co., is chairman of the com- 
mittee on accommodations and litera- 





Prospective home builders in New Orleans turn out for the Home Planners Institute, sponsored 
by New Orleans Association of Commerce, New Orleans Public Service, and others. 
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ture. Others in the electrical indus- 
try of New Orleans taking part in the 
program are: E. H. Mowen, A. B. 
Lindauer, W. B. Nourse, G. R. Cou- 
villion, J. R. Guidroz, A. L. Bosch, 
Ed Stacy, Carl O. Brown, C. C. Wal- 
ther, and Walter Murphy. 


The first class was held May lst 
with an overflow attendance of more 
than 700. Classes are to be limited to 
500, however, and additional classes 
will be started as the demand increas- 
es. The objective of the Institute is to 
educate approximately 2,000 future 
home builders. 


Each monthly class will include 
lectures, charts, literature, and a ques- 
tion and answer panel on each phase 
of home construction. The classes are 
free to the prospective home builder 
in consideration of his pledge to build 
as soon as materials are made available 
and on his assurance that he has a lot, 
owns war bonds or a savings account, 
and will save systematically for a 
home. 


The classes will not include any 
sales talks nor will anything be offer- 
ed for sale. The lecturers are out- 
standing men and women in their 
specialized fields, chosen by their own 
trade associations or professional 
groups. 


Valuable Data from Registration 


’ The registration cards which must 
be filled in by each person signing 
up for the course includes informa- 
tion that will provide the Home De- 
velopment Committee of the Associ- 
ation of Commerce with an authorita- 
tive picture of the postwar building 
plans of the people in this area. In 
addition to information as to address, 
occupation, etc., it provides blanks 
where the applicant indicates size and 
location of lot, approximate amount 
in savings for building purposes, pref- 
erence in type of house, approximate 
value of house to be built, number of 
rooms and baths, and present owner- 
ship of electrical appliances and auto- 
mobiles. 


An extensive advertising program in 
local papers introduced the Institute 
and further publicity was obtained by 
conducting an essay contest for school 
children. The latter were required to 
start their composition with the 
phrase “I will ask my parents to en- 
roll in the Home Planners’ Institute 
because . . .” 

Another incentive to enrollment 
was a handsome scrapbook distributed 
to everyone taking the course. The 
scrapbook is fitted with pockets for 
filing and preserving literature, ideas, 
etc., on home planning. Regular at- 
tendance at classes is encouraged by 
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the awarding of attendance prizes 
which include subscriptions to home 
magazines, merchandise, and occasion- 
al humorous items such as a live pig, 





etc. More substantial prizes are plan- 
ned for those attending at least 10 of 
the meetings. These will be awarded 
at the last of the twelve classes. 





How To Sell More Foot-Candles 


By Roy A. Palmer* 


iy THE DAYS to come, after the 
war, there will be a great demand 
for new lighting of all kinds. Some of 
that new lighting will be good because 
it was designed to measure up to mod- 
ern standards. A lot of it will be satis- 
factory only because it is new and will 
later be found to be only a mediocre 
installation that will need to be re- 
vamped in order to bring it up to the 
standard that it should have been when 
first installed. 

Everyone will, of course, want the 
fluorescent lamp. The light output is 
higher per watt consumed than that 
of incandescent lamps. Since the 40- 
watt fluorescent lamp is the most efh- 
cient (excepting the new slimline 
lamps recently announced), and _ is 
dimensionally most adaptable to pres- 
ent fixture design, it is the most 
generally used. When we consider 
that 40 watts is a relatively small 
amount of energy to provide light, it 
can easily be understood why a larger 
number of fluorescent lamps are re- 
quired over incandescent lamps _ to 
make an improvement in foot-candles 
notwithstanding their higher efficien- 
cy. Table I shows the number of 40- 
watt fluorescent lamps necessary to 
provide approximately the same lumen 
output as standard incandescent lamps. 

Let us assume that a room 20 ft. x 
40 ft. is equipped with 2 rows of 4 
outlets each spaced 10 ft. apart and 5 


ft. from the sidewalls. If each outlet 
is equipped with a 300-watt lamp in a 
semi-indirect fixture, the resulting il- 
lumination will be approximately 12 
foot-candles. If in place of this instal- 
lation, we substitute fixtures having 
only 40-watt fluorescent lamps, about 
16 foot-candles will be obtained. This 
improvement is not sufficient to justify 
the investment in new equipment. At 
least four 40-watt lamps should be 
used in each fixture which will pro- 
vide about 22 foot-candles. However, 
this level of illumination is not high 
according to present day standards. 
A better result will be obtained if 
fixtures are used having six 40-watt 
lamps which will furnish a level of 30 
foot-candles. 

If we keep in mind that the cus- 
tomer is buying illumination, not just 
fixtures, lamps, and energy alone, we 
will do a more constructive job for 
him by selling the job which makes 
a real improvement in illumination. 
The initial investment in equipment 
is higher but the cost per foot-candle 
is less. If the lighting standard is 
higher, the installation will serve a 
longer period of time. A sub-standard 
job will invariably be replaced by an- 
other investment in equipment much 
sooner, 

While 30 foot-candles can be con- 
sidered good illumination today, levels 
of 50 to 100 foot-candles will become 
generally common after the war. Since 
fixtures become bulky and expensive 























*Mr. Palmer is advertising and when designed to accommodate more 
merchandising manager for Duke : 
Power Co., Charlotte, N. C. (Continued on page 81) 
TABLE I 


Number of 40-watt Fluorescent Lamps Required to Approximate 
Light Output of Standard Incandescent Lamps. 


Incandescent Lamps 


Watts Lumens 
150 2600 
200 3650 
300 5850 
500 9850 
750 15000 

1000 21000 


*Not including ballast losses. 


40-Watt Fluorescent Lamps 
Number Watts* Lumens 
1 40 2100 
2 80 4200 
3 120 6300 
4 160 8400 
7 280 14700 
10 400 21000 
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INCREASE SALES BY RELATED DISPLAY 


IY MODERN APPLIANCE CENTER 


T IS PROPOSED and substantiat- 
I ed by sound thinking that up to 
date merchandising of small electrical 
appliances, major appliances, and cer- 
tain non-electric homewares will meet 
with considerable success if they are 
brought together in an area that can 
be called an “Appliance Center’ in 
department stores, furniture stores, 
or utility company stores. 

Obviously, a choice of strategy must 
be made according to the type of store 
employing this principle of promoting 
multiple sales through related dis- 
play. For example, the furniture store 
might place its radio display within 
this section with space allowed for 
television demonstration to border a 
display of table and floor model ra- 
dios. A turn-table for record trial 
might well be in this area and, if 





Contrasting coler patterns in linoleum may be employed 
to good merchandising advantage in featured display 
areas of “Appliance Centers” in department stores, furni- 
ture stores, light and power company displays, etc. In 
selecting pattern and color for floors, take note that large 
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MANY practical ideas on the 
design of an “Appliance Cen- 
ter” for department stores, 
furniture stores, and light 
and power company displays, 
are to be found in the report 
on “Moderneering” compiled 
recently by Landers, Frary 
and Clark, appliance manu- 
facturers, from which this 
article has been adapted. 





where sales and consumers warrant, 
record-listening booths can be incor- 
porated. 

On the other hand a department 
store could use the space adjacent to 
its major appliances to display more of 
its related small appliances and home- 
wares. 


ee _ a 


tf 





A utility company store or show 
room will find here basic points of ar- 
rangement and location, in whole or 
in part, which can be employed to 
advantage for modern, multiple sales 
strategy. 

The point of entrance leads across 
the demonstration area for home 
cleaning equipment. This is marked 
by a large carpeted area safely fasten- 
ed to the floor and joining two related 
displays with venetian blinds and 
drapes, which invite a demonstration 
of vacuum cleaning accessories, ex- 
tensions, brushes, and the like. The 
carpeting itself offers much for in-use 
demonstration of tank cleaners, up- 
right vacuum cleaners, and carpet 
sweepers. 

Stepping from harder surfaced 
flooring to carpet, customers will be 


areas should be covered in a lighter pattern with harmon- 
izing color contrast in linoleum for tops and counters. 
Flowing lines will contribute to the sales strategy which 
guides customer interest subconsciously along a _ pre- 
conceived pattern of traffic movement. 
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arrested by the sense of “something 
different” underfoot and the demon- 
stration of cleaners fulfills their awak- 
ened interest. A display of floor pol- 
ishers set along the wall completes the 
home cleaning equipment setup. 

A markedly zig-zag display section 
for small appliances helps direct traf- 
fic and by contrast emphasizes the dis- 
play of major laundry equipment and 
electric water heaters that ‘runs along 
the wall opposite, leading to home 
laundry and kitchen demonstration 
areas, 


Value of Demonstration Units 


In working up demonstration units 
for major appliances, laundry and kit- 
chen, it is advisable to create as much 
of an actual home atmosphere as pos- 
sible. Your customers will feel more 
comfortable under such conditions 
and will begin to envisage possession 
and use of featured equipment in 
their own homes. This is good mer- 
chandising that can be turned into 
profits by adroit salesmanship. 

Continuing emphasis is again ob- 
tained by contrast of curving display 
section of ranges with a sawtooth dis- 
play along opposite wall where other 
major appliances are set up in such 
a way as to invite individual inspec- 
tion while they remain part of mass 
display that is invitingly close to the 
kitchen demonstration ‘eature. 

For full impact, make certain that 
all appliances are installed ready for 
work in these demonstration units. 
Nothing is more helpful toward clos- 
ing a sale than to let customers feel 
that they are a part of the demonstra- 
tion by being permitted to see, feel, 
and operate the appliances them- 
selves. 

This basic plan for multiple sales 
in an electrical appliance center is ar- 
ranged to provide for traffic freedom 
as well as guided sales strategy for re- 
lated merchandise. Customer interest 
is guided, subconsciously, by con- 
trasting lines of display which direct 
attention along a pre-conceived pat- 
tern of movement. 

Since increased consumer _ traffic 
and purchase volume is the objective 
of moderneering, and because the use 
of linoleum is recommended as an 
implement for traffic guidance, its 
ease of upkeep, maintenance of orig- 
inal appearance, and _ long-wearing 
qualities are factors important to ey- 
ery store owner. 

It is suggested here that a technique 
of contrasting color patterns may be 
employed to good merchandising ad- 
vantage in featured display areas. 
Counter and display fixture tops cov- 
ered with non-marring, easily cleaned 
linoleum patterns in this technique 
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will further engage consumer interest 
and suggest examination at point-of- 
purchase. 

In selecting pattern and color for 
floors take note that large areas should 
be covered in a lighter pattern with 
harmonizing color contrast in linol- 
eum for tops and counters. Darker 
patterns in harmony, will give bright 
emphasis to any mass display of ma- 
jor appliances. Flowing lines will con- 
tribute to the strategy of breaking 
from one color to another. Feature 
strips help to highlight interest to- 
ward selected areas. 

The use of Celotex interior finish 
materials helps to identify the appli- 
ance center as an individualized mer- 
chandising area and thereby tends to 
intrigue store trafic and encourage 
inspection of the major and related 
appliances on display. 

The straight line background for 
major appliances at left of main traf- 
fic entrance is developed by using 
Celotex Standard Building Board 
with pilaster treatment at each four- 
foot joining. This establishes a quiet 
dignity that accents the major appli- 
ances featured here. A wide choice 
of wall treatment and design is also 
possible, Celotex Tile offering many 
variations in classical pattern that 
might be equally effective in general 
harmony with overall store interior. 

The sawtooth pattern of strategy 
that moderneers the right hand wall 
line is provided for by again using 


Celotex Standard Building Board— 
this time applied to light, inexpensive 
wood framing, reinforced, and angle- 
strapped in back at sawtooth joinings. 

Straight line wall in area above 
these major display planes or panels 
would of course follow choice of treat- 
ment used for other wall surfaces in 
this appliance center. 

Ceilings of Celotex Acoustical Tile, 
if radio and record departments are 
incorporated here, will provide a sub- 
tle harmony to color and lighting 
strategy by emphasizing interior lay- 
out pattern of merchandise rather 
than ceiling design. 

The use of such materials presents 
a speedy, inexpensive development of 
walls and ceilings which are exciting- 
ly effective from the “Moderneering” 
point of view. This tough cane fabri- 
cation can be easily carved, cut, groov- 
ed or beveled to provide any num- 
ber of pattern possibilities in keeping 
with the pre-conceived strategy of 
store layout. 


Light—The 

Failure to fully employ light as a 
silent salesman is always a merchan- 
dising error. Nowhere can light sell 
more effectively than in retail depart- 
ments covering a large area. 

In such instances, the extraordinary 
profusion of display and the impossi- 
bility of giving every prospective cus- 
tomer prompt attention combine to 
give light an unexcelled opportunity 


Silent Salesman 





The basic plan for multiple sales in an electrical appliance center must 

be arranged to provide for traffic freedom as well as guided sales strategy 

for related merchandise. The plan shown here has been designed to ac- 

complish these objectives. The laundry and kitchen demonstration units in 

the upper right hand corner should be arranged so as to create as much 
of an actual home atmosphere as possible. 
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The design of lighting for the appliance center requires consideration of 

many factors, such as ceiling height, wall and ceiling colors, ete. The 

combination shown here can be used to advantage, however, in most appli- 

ance centers. It consists of continuous rows of fluorescent lamps spaced as 

required by ceiling height to provide proper intensity at the display 

counter level. This is supplemented by spotlights on adjustable brack- 
ets to give added punch to special displays. 


to work automatically for its user. In 
the accompanying drawing, in which 
the proposed lighting layout is an in- 
tegral part of store modernization, 
light is superbly harnessed to do its 
selling job in department stores. 

General illumination is here provid- 
ed by evenly spaced rows of fluores- 
cent lights. Each row is continuous 
and extends from one side of the de- 
partment to the other. This arrange- 
ment assures adequate shadowless il- 
lumination on merchandise. 

The fluorescent lighting is install- 
ed directly into the ceiling by means 
of recessed troffers equipped with a 
frosted glass diffusing panel or with 
open louvers. Each troffer unit con- 
tains two 40-watt fluorescent lamps. 

This distinctive pattern of fluores- 

cent lighting is desirable not only 
‘rom the viewpoint of lighting a de- 
partment, but also as a visible means 
of relating the lighting in the depart- 
ment to that of other departments on 
the same floor. 
_ The illustrated illumination scheme 
includes incandescent spotlights 
which are positioned over all focal 
selling sections of the department. 
Spotlights (indicated for a single sec- 
tion) are completely flexible. They can 
be readily attached to outlets in any 
section of the department and thus 
employed to highlight and dramatize 
special sale merchandise. 

Each troffer unit measures approxi- 
mately 49 inches in length (to accom- 
modate the 48-inch long 40-watt 
lamp). Width of the unit is kept 
within 12 inches so that the lighting 
system is readily accommodated in 
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the Celotex tile ceiling. Ordinarily, 
ten feet intervene between rows of 
lighting. 

The incandescent spotlights ¢cvn- 
nected to conventional outlets are :e- 
cessed into the ceiling in a space 
equivalent to one Celotex Tile. Spot- 
light outlets are arranged in rows and 
are located at regular intervals over 
the entire ceiling area. This perinits 
the spots to be utilized over any sec- 
tion of the department. 

The development of a third wall 
and display area for the appliance cen- 
ter places a greater emphasis on mer- 
chandise than on fixture display pat- 
terns. This is accomplished by sim- 
plicity in arrangement and proportion 
without applied decoration. 

Since Moderneering has projected 
a combined display of small electric 
and non-electric homewares, neigh- 
boring an area where major appliances 
are featured, the basic strategy of 
“sawtooth pattern” that emphasizes 
major appliances has been made a 
structural part of the display shelving 
as well. 

This principle works well in provid- 
ing individualization for open boxes 
along the wall just as much as in the 
previously determined panel planes 
Maximum visibility is maintained at 
all times in line with the predominant 
flow of traffic. 

The wall is of plastic; the fixtures 
of natural wood, dull finish, to provide 
accent by contrast with the appliance 
displayed here. 

The platforms 30 inches from floor 
and directly associated with staggered 
wall shelving suggest full inspection 


Many practical uses for linoleum 
can be found in the appliance cen- 
ter. As a covering for columns it 
has a sleek, modern appearance. 





Cases and shelves for small appli- 

ances and radios can be covered 

with linoleum in colors contrasting 
with that of the floor. 








For areas that receive heavy duty 
wall linoleum offers many advan- 
tages. Note neat appearance of wall 
and door covered in this way. 


of merchandise. They are not design- 
ed primarily for display but, instead, 
to give space for placement of items 
under inspection without clouding the 
purchase with counter-barriers. 
Columns of metal tubing support 
the cantilevered shelves, the wall 
cases, and spotlights above—include 
also the wires directed to spotlight 


15 













| 
| 
















‘i ee ra 4 
hice Os \ é 
BN cia 







wood, dull finish, in order to provide contrast with the 
items on display. The semi-open base tables are for dis- 
play with under sections designed to hold packaged units, 
ready for delivery. There is a noticeable absence of selling 


Artist’s conception of well planned display for small 
electric and non-electric housewares department for an 
area bordering the major appliance display. Maximum 


visibility is maintained in line with the predominant flow 
of traffic. The wall is of plastic; the fixtures of natural 


installations. Open, sawtooth shelving 
7 inches high overall is bolted to the 
plaster wall. A flange from pipe to un- 
derside of shelf-platforms secures each 
shelf; cleats fasten them to wall. 

“Time” display clock is suggested 
here as a part of a merchandising 
strategy that is developed to feature 
the new pressure cookers—with fram- 
ed pictorial to tell the story conven- 
iences. 

The semi-open base tables are for 
display with under sections designed 
to hold packaged units, wrapped for 
delivery at point-of-purchase. There 
is a noticeable absence of “selling 
counters.” 

Sales personnel stand beside cus- 
tomer, and not behind sales barriers. 
No place is empty, therefore, if clerks 
are not immediately at hand, and the 
instinct to shop around is thereby 
encouraged—becoming an_ effective 
selling tool. 

These display tables are made in 
3 pieces to facilitate shipments, in- 
stallation, and arrangement. 

Completing the overall effective- 
ness of this area, our floor plan di- 
agrams a demonstration center im- 
mediately adjacent to display coun- 
ters and the nearby open shelf feat- 
ures. It is here that smaller electrical 
appliances are introduced to consum- 
ers in a well-staged, informal man- 
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ner which carries out the same think- 
ing that supports the sales-effective- 


counters—sales personnel stand beside customers. 


ness of atmosphere demonstrations for 
major appliances. 





Adequate Wiring and Lighting Program 
Planned for Virginia Schools 


CHOOL BUILDINGS in Vir- 
S ginia, which are unwired for elec- 
tricity, will now be wired as a result 
of a visual educational program started 
when the Virginia legislature appro- 
priated $1,112,000 for that purpose 
in May. Records indicate that 2116 
schools in Virginia are not wired for 
electricity. 

The money will be used for the 
purpose of movie projectors, screens, 
sound equipment and associated ap- 
paratus as well as for the wiring of 
the unwired school buildings. 

Plans and specifications for install- 
ling electric wiring and lighting in 
each of the schools are now being pre- 
pared by state officials. The new 
school appropriation becomes effective 
July 1. It will provide for the expendi- 
ture of $2 for each pupil enrolled. 
Most of the appropriation will be spent 
for projectors and film equipment. 


Much of the wiring and _ installa 
tion of lighting fixtures in schools un- 
wired may come from other state 
funds. The jobs will be subject to bid 
from state contractors. 

Some of the schools are in isolated 
sections far from power lines of any 
kind but Governor Darden announced 
that he had con‘erred with Virginia 
power officials and that extensions of 
lines were planned so that power for 
the remote schools may be expectel 
soon. 

Virginia leads all other states in 
visual education, state educators said, 
but only 450 schools in the state are 
wired or are equipped for the use of 
the audio-visual equipment. The 
state has a free instructional film ser 
vice. 

The intensive program for visual 
education launched by the appropria 

(Continued on page 80) 
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ITH NEW civilian construction 
W at an all-time low, one Missis- 
sippi contractor has developed a lucra- 
tive activity by selling vapor-proof type 
re-witing installations to commercial 
refrigeration firms. 

He is A. A. Ludke, of the Ludke 
Electric Company, Vicksburg. Late in 
1943 he terminated a connection of 
many years with the U. S. Engineers, 
in the Vicksburg office, and in Janu- 
ary of 1944 launched the new con- 

‘tracting firm. By building solid vol- 
ume with substantial profit in the en. 
suing year and some months, he has 
demonstrated that war-time restric- 
tions are not such a handicap for the 
contractor who goes after business. 

Ludke’s experience with the U. S. 
Engineers, where he supervised vapor- 
proof installations on many river ves- 
sels of from 15 to 200 tons, taught 
him valuable lessons that he has ap- 
plied to contracting. 

Service for locker plants and com- 
mercial cooling rooms has already pro- 
duced a number of such contracts and 
Ludke expects this line of work to 
develop as his service volume increases. 
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Relrigeration Firms Good Prospects 
For Vapor-Proof Installations 


Locker plants and packing plants 
experience inevitable and_ recurrent 
trouble with ground shorts where the 
wiring is of standard type. To cleat 
up grounds at one such plant requir- 
ed eight service calls in 90 days. An- 
other plant spent $125 on repairs, 
seeking to maintain service with stand- 
ard wiring, before deciding on installa- 
tion of vapor-proof lighting and lead 
cable at a cost of $550. That job will 
make business for many other con- 
tractors, because the company’s Chi- 
cago inspector praised the installation 
and declared his firm would want 
many more like it. 

It is relatively easy, says Ludke, to 
point out to a commercial customer 
in the refrigeration business that mon- 
ey spent on old installations that are 
vulnerable to condensation would 
soon pay for a modern vapor-proof 
installation. 

“They can be shown,” says Ludke, 
“because interruptions in their serv- 
ice are costly, particularly to their rep- 
utation. They can also be shown the 
danger of an expensive damage suit 
that could result from the death or se- 





rious injury of an employce or custom- 
er, from a faulty wiring system. 

“On the other hand, the domestic 
customer usually wants the cheapest 
job he can get. So I made it a rule to 
specialize on commercial and indus 
trial work. I don’t take a house job 
except to accommodate an industrial 
customer.” 

Ludke uses a plant at Tullulah, La., 
to illustrate the futility of an original 
installation in which standard type 
R wire, with outlet boxes and conduit, 
was used. The installation was made 
in 1943 at a cost of $200. Since it 
developed ground troubles a year later, 
the service of Ludke’s firm has been 
required on seven different occasions. 
As a consequence, Ludke now has a 
contract for a coniplete new vapor- 
proof installation for this plant. 

Trouble with standard wiring in 
refrigeration or locker plants is inevi- 
table, Ludke points out, because con- 
densation eats out insulation. Soon 
the standard installation is stopped 
up from condensation, permitting fur- 
ther condensation to short out the 

(Continued on page 81) 


A. A. Ludke, contractor of Vicksburg, Miss., who has found 

a lucrative field in selling vapor-proof installations to com- 

mercial cooling firms. Below, Mr. Ludke displays the key 

equipment in his program, a moisture-proof lamp fitting 

and a section of lead cable. At left, one of the Ludke installa- 
tions in a Vicksburg packing plant. 























V yITH THE POPULARITY of 
high-frequency heating growing 
by leaps and bounds, it is desirable to 
stop for a moment now and then to 
take stock of the state of the art. 
This can best be done by breaking 
down the broad view and reviewing 
only a narrow phase at a time. This 
article is concerned with only dielec- 
tric heating (heating of materials by 
a varying electric field), and reviews 
the major limitations that prevent 
universal application. 

In considering these limitations, it 
must be understood that almost all of 
them are interlocked, to some degree 
with each other. Hence, in discussing 
each individually it is well to remem- 
ber these inter-relations when consider- 
ing an actual application. 


Cost of Dielectric Heating 


High frequency energy is not a 
cheap source of heat. In terms of dol- 
lars per kilowatthour, it will cost ap- 
proximately $0.025 to $0.04 including 
direct operating cost, maintenance 
and amortization. 

It becomes economical by virtue of 
one or more of these factors: 


*Electronics Engineer, W es ting- 
house Electric Corporation. 


The production of plastic parts on presses like these can be 
increased immeasurably by the application of dielectric heat. 


LIMITATIONS OF DIELECTRIC HEATING 





By Carl J. Madsen* 


(1) It produces a result not possi- 
ble by other methods of heating. 

(2) It increases the speed of a pro- 
cess and saves labor and/or overall 
equipment cost. 

(3) It produces or confines the 
heating in the part or point where 
needed, thus reducing overall power 
consumption. 

(4) It is clean and compact. 

(5) It reduces rejects, or improves 
the production quality of a product. 

(6) It is flexible in its application 
to a variety of operations, processes or 
products. 


The use of dielectric heating can speed the manufacture of 
plywood by setting the glue in minutes instead of hours. 
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These factors are often of sufficient 
importance to make an application 
economically attractive. 


Materials for Which Applicable 


Dielectric heating is applicable only 
to materials normally considered poor 
conductors of electricity or insulators. 
When the electrical resistivity of a 
material drops below 1000 ohms per 
centimeter, it is usually possible or 
necessary to use some technique other 
than dielectric heating. The state and 
characteristics of the material have 
considerable influence on the division 
point, changing it as much as 10 to 1. 

The rate of heating in any given 
dielectric material varies directly with 
the area of electrode, the frequency, 
the square of the RMS voltage ap- 
plied, and inversely with the thickness 
of material. The rate of heating in any 
given dielectric material is further 
modified by the “loss factor” of the 
material. The following paragraphs dis- 
cuss briefly each of these factors. 


Dimensions 


The dimensions of the piece of di- 
electric material are important in that 
they may influence an application as 
to frequency, rate of production, or 
electrode design. 

In general, dielectric heating be- 











a- emmrnanre ~~ fF * Ww = — 








ent 
ion 


at 
as 
Or 











of the material is sufficient to make it 
difficult to heat the material through- 
out by conventional means. In terms 
of inches, this will vary with the 
thermal conductivity of the material. 

The thickness of the material must 
be reasonably uniform if uniform 
heating is desired. If the work is of 
such shape (for example, wedge 
shaped), that two pieces of material 
can be placed in complementary po- 
sitions and the resultant thickness be 
uniform, the material will heat evenly. 
Special technique in electrode design 
and arrangement may sometimes be 
used when dealing with irregular 
thickness materials. The relation of 
thickness and voltage will be discussed 
under voltage. 

The area of material to be heated 
will limit the frequency which may be 
used, in two ways. 

The capacitive reactions of a large 
area may become sufficiently low as 
to make tuning of the load extremely 
dificult if not impossible. The cur- 
rents involved may also reach magni- 
tudes difficult to handle. 

The length of the load may be such 
as to produce standing waves. This will 
be discussed further under frequency 
limitations. 

Sometimes it is possible to scan the 
material thus reducing the clectrode 
area to a value which permits con- 
venient adjustments and frequencies 
sufficiently high to produce desired 
rate of heating. 

Occasional applications are encoun- 
tered where a particular area can be 
heated if the material is stacked, in- 
creasing the thickness dimension and 
thereby reducing the capacity of the 
load. 





This compact cabinet contains the 


oscillating and rectifying equip- 
ment needed for dielectric heating. 
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comes attractive when the thickness — 





Frequency 


In general (since the amount of 
energy introduced into the material is 
proportional to frequency) the desire 
is to use as high a frequency as possi- 
ble. A compromise is usually necessary 
however, due to one or more limita- 
tions. 

The effect of large areas and low 
capacitive reactance was discussed pre- 
viously. 

The length of the material may be 
such as to produce uneven heating due 
to standing wave effect. The higher 
the frequency used, the greater the 
probability of unequal voltage distri- 
bution over a given length or area. If 
the longest dimension of the elec- 
trodes is a small fraction of a wave 





Dielectric heat can be applied to 
heating presses by connecting the 
electrodes in various ways. The 
“sandwich” method of heating 
shows how four laminated assem- 
blies can be heated at one time. 
The top and bottom of the press 
and the center element are kept at 
ground potential. Below, plywood 
stacked in press. 





length, or if the material is scanned, 
this effect is minimized. Ordinarily 
if the longest distance from the point 
of connection to the edze or corner 
of the high voltage electrode is less 
than 1/16 of a wave length, verv little 
trouble will be experienced. Heating 
will be sufficiently uniform to produce 
a variation of less than 20 per cent 
over the area involved. In some pro- 
cesses, this may be intolerable. re- 
stricting the maximum frequency (or 
maximum dimensions of the work) 
to a still lower value. 

Another limitation occasionally en- 
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A schematic sketch showing the 

power flow for dielectric heating, 

using Westinghouse Caltronic 
equipment. 


countered is that of generator design 
for high power at high frequencies. 
From a practical viewpoint, at the 
moment, it appears undesirable to use 
frequencies above 20 megacycles when 
powers above about 20 kilowatts are 
involved. 


Voltage 


The power input to the material is 
proportional to the voltage squared. 
Hence, if the voltage is increased suffi- 
ciently, considerable power can be 
supplied to the work at relatively low 
frequencies. Two factors limit the 
voltage which may be applied. 

The total voltage between electrodes 
should be kept under 15,000 volts. 
It is not impossible to use voltages 
above this value, but the additional 
precautions necessary to avoid corona 
and arc-overs are often more expen- 
sive than some other compromise of 

(Continued on page 80) 
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2000 Radio Service Jobs Yearly 
One-Man Service Shop Record 


OW MANY radio sets can a 
H one-man radio service repair in 
one year? 

Some one has reported that the 
national average is around 500 sets 
but Carl Hudgens, owner of Carl’s 
Radio Service, Sparta, Tenn., re- 
paired 2,445 pieces of electrical equip- 
ment for the year 1944. 

He has consistently handled an av- 
erage of 2000 jobs a year for several 
years. His high volume is partly due 
to systematic and methodical repair 
work, knowing his business and keep- 
ing everlastingly at it. 

At first glance one would not be- 
lieve that 2,000 radio repair jobs 
could come from the district around 
Sparta, Tenn., which is the county 
scat of White county and has a pop 
ulation of 2,211. but Carl’s Radio 
Service does all the work for an ad- 
joining county, in which there is no 
radio serviceman. 

The shortage of paner radio dials 
did not bother Mr. Hudgens. When 
he received a set for which no dial was 
available and there was a set in the 
house with a good disl he merely 
photographed the good one and made 
an enlargement of the proper size. 
The negative was filed and_ similar 
dials could be made at any time. 

Another of his inventions found its 
way into the radio manuals. 

He often found it necessary to in- 
troduce a small amount o* capacity in 
a radio set, smaller than available con- 
densers provided and he did it by the 
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simple expedient of taking two leads 
and winding one about the other for 
a short distance leaving the ends un- 
connected. 

This often provided the tiny 
amount to balance out between tube 
stages and helped make a good cir- 
cuit more stable. He called this a 
“gimmick” and its use has now spread 
until it is found in most radio man- 
uals under the name he gave it. 

Mr. Hudgens has been in the ra- 
dio repair business since the beginning 


Reverse English! These sets have 
been repaired and are awaiting 
their owners to call for them— 
most radio shops have stacks like 
these which have never been touch- 
ed. Carl Hudgens repaired 2,445 
items of electric equipment, mostly 
radios, by. himself in 1944, against 
an average for one man of about 
500 in a national poll. 


of radio in 1922 and in his present lo- 
cation for ten years. 

He has already contracted for a 
nationally known line of electric ap- 
pliances which he will merchandise. 
One of the answers to postwar compe- 
tition when everyone will be trying to 
sell refrigerators, electric kitchens and 
washing machines, according to the 
ideas of Mr. Hudgens is that the firm 
which has given good service in the 
past can be expected to continue to 
give it in the future. 

“Customers are going to become 
service conscious after the war,” Mr. 
Hudgens said, “and they are going to 
feel they have made a better buy when 
they buy from a firm which has an 
established service department with a 
reputation. 

“For instance during the four years 
of war when radio sets have been un- 
obtainable, I have kept in service 
8,000 radio sets. Radio buyers in my 
store, as well as refrigerator and elec- 
tric stove buyers, are going to come 
from this 8,000 block of service cus- 
tomers that I already have, and from 
their friends who have spread the 
gospel by word of mouth. 

“T’ll have chain store competition 
here from the big chains as well as 
the metropolitan dealer,” Mr. Hud- 





Mr. Hudgens solved the problem of the shortage of paper radio dials by 
photographing a good one and making an enlargement of the proper size. 
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Carl Hudgens, owner of Carl’s Ra- 
dio Service, Sparta, Tenn., with a 
“gimmick” in his hand. Carl gave 
the name to his method of intro- 
ducing a very small capacity in a 
circuit and later found it appear- 
ing in the manuals. 


- continued. “And the fly in the 
intment of the chain dealer is that 


he has never been able to give good 
service and get close to the customer. 
I expect to see a few of my customers 
buy cheap $79.50 refrigerators. They 
may buy two of them before they 
come in and pay $250 for a real job 
which is big enough and built for 
ten years service. 

“Naturally competition between 
dealers handling standard brands of 
quality products will be different than 
the competition between the national 
ly known brand and the private brand. 
With nationally known brands the 
competition between dealers may re- 
sult in the dealer equipped to give 
the best service getting the business 
because every ‘armer knows that no 
equipment is much better than the 
service behind it. 

“My service will be rendered on the 
job. Many others will have to send 
the unit to some central location for 
repair. The customer will do without 
until it has been returned. This is the 
way the chain repair service will be 
handled and consequently the dealer 
who can drive up to the customer’s 
house in his own truck and give im- 
mediate service in his own shop is 
going to get his share of the available 
business.” 








PDEQUATE wiring in homes is 
keeping the two members of the 

. & H. Electric Company, 2546 
ackson street, Kansas City, Mo., busy 
hanging fixtures, replacing old style 
xtures with fluorescent, and adding 
xtra receptacles in walls and floors. 

A flat rate of $5.00 for each wall 
lug is charged unless the customer 
prefers to have the work done on a 
me basis. For the flat rate charge 
hey install a heavy duplex receptacle 
nd run up to ten fect of No. 12 wire. 
Dver ten fect is done on a time ba- 
is. Time basis work is charged for 
at $2.25 per hour plus material. 

“There are few houses more than 
ve years old which do not need from 
ne to ten extra receptacles,” Bob 
falg, a partner, said. “Many calls 
‘ome in to install one and before we 
fave, we often manage to sell five 
Dr more.” 

Most of the branch lines on the 
Did residences in Kansas City are over- 
oaded as appliance after appliance has 
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Vutlets for Inadequately Wired Homes 
Promoted Successfully in Kansas 





Left to right: Bob Willis and Bob 
Craig, owners of the C. & H. Elec- 
tric Company, Kansas City, Mis- 
souri, newly organized firm which 
is specializing in home. electric 
maintenance, 








lamp 


for 
bases. Slow speed drill and plenty 
of turpentine is the secret of drilling 
glass and pottery. Turpentine should 
be constantly flooded around the 
drill. Keep drill cool. 


Drilling vase bottoms 


been added. ‘hey have many jobs of 
adding new branches or increasing the 
load carrying capacity by installing 
new wiring. 

There is a heavy demand in Kansas 
City for plastic wall switch frames 
which prevent the walls around 
switches from becoming soiled. 

All the older houses have push- 
type switches and the owners want the 
newer flip switches in volume plus 
the plastic wall frame. Changing these 
switches in volume makes a lucrative 
item for any electrician. 

C. & H. Electric Company also 
found there was a good demand for 
changing the existing fixtures to 
fluorescent, particularly in old style 
bathrooms and in halls. 

The way it has worked out is that 
when the home owners found out 
there was a firm specializing in this 
type of work they flooded them with 
calls. The reason is that firms special- 
izing in contract work, mostly new 
construction, are unable to get enough 
help to run their own jobs and can’t 
handle these small jobs profitably, or 
at all. 

Specializing in this work gives the 
C. & H., which is a new firm, volume 
enough to route the work and when 
the day is added up it makes a profit 
able volume. 

Another item that has been coming 
in is the business of wiring kerosene 
lamps and wine jugs into table lamps 
A popular item is two wine jugs 
which are sold by Missouri potterv 
works. Manv of these have been sent 

(Continued on page 79) 
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PROFITABLE ANTENVA BUSINESS RETURNS 
PM RADIO 


WITH TELEVISION AND 


ELEVISION and frequency mod- 

ulation radio will bring about a 
return of the profitable antenna busi- 
ness which characterized the early days 
of radio, in the opinion of W. M. 
Dickson, owner of the Dickson Radio 
Service, Kansas City, Kan. 

Construction of precision-built an- 
tennas will probably run between $25 
and $so in cost, Mr. Dickson said, 
and probably every owner of an FM 
set and every owner of a television 
set, will want the best to be had in 
antennas, installed by competent ra- 
dio men who are equipped for build- 
ing antennas that will get the best of 
reception. 

In the old days ot radio, two masts, 
100 feet of aerial wire, two insulators, 
and some insulated fixture wire for a 
lead-in, sold for from $5 to $25. It 
degenerated into a wire strung any way 
between two points, eventually con- 
necting with the set. 

When the neutrodynes gave way to 
the more sensitive super-heterodynes 
and almost any set could operate on a 
short piece of wire inside the room. 
the antenna building business as a 
part of a radio or electric store service, 
passed out of the picture. 





W. M. Dickson, ewner of Dickson 
Radio Service, stands beside his 
well equipped radio test panel. 
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Exterior Dickson Radio Service, 
Kansas City, Kansas. 


FM radio sets will need an antenna 
built for it in order to obtain best re- 
sults and only those located in the 
immediate vicinity of an FM trans- 
mitting station will be able to operatc 
with makeshift antenna equipment. 
Television will be even more tempera- 
mental in regard to antenna equip- 
ment. 

Wise radio men planning on en- 


.tering this business will study proper 


aerial installations, where they will 
find sale for ready-made antennas, 
coaxial cable, balancing-out _ trans- 
formers, and what not. 

Mr. Dickson, having had experi- 
ence with RCA in New York, in FM 
and television, opened his radio serv- 
ice shop last September and _ has 
equipped it to handle all kinds of 
circuits but particularly for FM and 
television. 

For instance, an oscillograph occu- 
pies a place on his test panel. This is 
used for testing the discriminator cir- 
cuit in an FM radio, which roughly is 
a circuit that displaces the conven- 
tional grid-biased detector circuit by 
using a circuit based on phase relation- 
ship. Testing of this important part of 
the circuit consists of phase balancing 
or canceling which is only possible by 
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visual observation in an oscillograp! 

Another instrument which he if A?! 
using is the traceometer, which alloy) flan 
the service man to trace the carrie} pre 
wave through the circuit by readin and 
the movements of the meters, at least 
up to the discriminator circuit. 

Up to the present time, a comp. 
tent radio service man could mak 
most repairs with a 1000-ohms per 
velt voltmeter, although tube testes} 
and commercial analyzers would by 
helpful. 

I'M and television will make mor 
accurate tube testers a necessity an} Size 
render the voltmeter almost obsolet} yhec 
in that category. The importance ¢ 
the vacuum tube voltmeter will b 
greatly increased. ope: 

There are two I'M stations in Kag  gati: 
sas City, KOZY and KMBC, and; 
considerable number of sets. It 4 
expected that because I'M radios nee! 
to be near stations, that Kansas Cit 
will be one of the places where 
brisk demand for FM sets will be e 
perienced. 

With this in mind, Mr. Dickso 
opened his shop and completed th 

(Continued on page 79) 













































An important part of his test equip} |” 
ment is the oscillograph show} | 
here. It will be essential for 
radio testing and servicing: 
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Illustrated are two 
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rbsolet} rheostats, stoves, switchboards and electrical equip- 
a J ment exposed to heat or fire hazard. Also for general 
| open wiring in hot locations. 300 and 600 volt 
n Ka} yatings. Max. operating temperatures 200°C (392°F) 
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ASBESTOS-VARNISHED CAMBRIC CABLE 





Sizes No. 1BAWG to 1,000,000 CM.—For power 
circuits and general hot spot wiring in boiler rooms, 
steam tunnels, eto. 600 to 8000 volt ratings. Max. 
operating temperatures 110°C (230°F) and 91°C 
(196°F) respectively. 
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All-Electric Kitchen for Hotel 
Pays for Itself in Savings 


| Bee pee patronage and more 
rapid handling of customers at 
peak hours are among favorable re- 
sults accomplished from recent elect- 
rification of the kitchen and coffee 
shop of the Ardmore Hotel, Ardmore, 
Oklahoma. 

Other advantages of the all-electric 
installation, include speedier and 
smoother operation in preparation of 
food, substantial savings in labor costs 
and turnover, better cooked and tastier 
foods, and the favorable attention that 
a thoroughly modernized eating placc 
naturally attracts. 

Patrons and employees find them- 
selves in cooler and more sanitary 
surroundings with complete absence 
cf offensive odors from the kitchen. 
Hotel management notices reduction 
of waste of foods and materials, less 
cleaning and redecorations, and a bet- 
ter satisfied clientele. 

More efficient food preparation by 
electrical processes has reduced the 
amount of garbage from three barrels 
to less than one barrel per day, has 
stopped accidental dumping of silver- 
ware into the garbage, reduced break- 
age of glassware and dishes, and 
accomplished a much greater degrec 
of sanitation. The management esti- 
mates that use of a Salvajor for pre- 
washing the dishes has saved the 
hotel $100 a month by recovering 
silverware left on plates or in crockery. 
Otherwise, most of this would have 
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gone to garbage cans and dumps. 

The Oklahoma Gas and Electric 
Co., of Oklahoma City, which distri- 
butes electricity in about 240 Oklaho- 
ma communities, is cooperating with 
electrical contractors and dealers in 
spreading the idea of all-electric 
kitchens throughout the state. Several 
hotel and restaurant kitchens and din- 
ing rooms have been converted to all- 
electric operation within the past two 
years. 

Although the O. G. & E. Co., along 





The all-electric equipment in kitchen 
of the Ardmore Hotel, Ardmore, 
Okla., includes ranges, broilers, roast- 
ing and bake ovens, refrigerators, 
electric dishwashers, mixers, waffle 
irons, roll warmers, egg boilers, fry 
kettle, ete. The island arrangement 
of the ranges shown at the left con- 
tributes to convenience and sanitation. 


with other public utilities in the 
state, are barred by a state law from 
selling appliances and equipment, it 
maintains a live commercial sales de. 
partment, which furnishes free engi- 
neering and sales advice to assist elec- 
trical contractors and supply houses 
in selling and installing electrical 
equipment and appliances. 

One of the more recent and oui- 
standing selling jobs of that kind was 
made to the Ardmore Hotel manage- 
ment through active cooperation of 
B. C. Spencer, of the headquarters 
O. G. & E. office, with company 
representatives in Ardmore and such 
firms as the General Electric Supply 
Corporation and the Franklin Kane 
Company, both of Oklahoma City, 
and Cecil Baber, Ardmore, electrical 
contractor. The 27-year-old gas 
kitchen equipment had become in- 
cficient and the board of directors 
was considering general plans for 
modernization. 

‘Through an appearance before the 
board and a string of correspondence 
and demonstrations, the management 
was sold on the modern idea of all- 
clectric kitchen operation. The utility 
and equipment experts aided the hotel 
in securing priorities and in finding 
war-scarce materials, and shortly after 
the first of this year the electrical in- 
stallations were started. The remodel- 
ing job was completed by early spring. 

Operations since then have demon- 





This two-decked combination baking and roasting oven is conveniently 
near a mixer, meat slicer, and a baking cook’s refrigerator. 
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“One of a Series Interpreting Hotpoint’s Promise to the Public: Dependability Assured by 40 Years Experience ” 


Hotpoint And 


The Complete Electric Kitchen 


OW effective Hotpoint’s 

outstanding merchandising 
idea—the Complete Electric 
Kitchen—has proved with the 
public is confirmed by recent 
surveys. 


@ @ In calling on over four thousand 
urban homes in all income brackets, 
the Curtis Publishing Company 
found that the first post-war desire 
of home owners, next to painting 
and decorating, was for the remod- 


eling of kitchens. 


@ @ Hotpoint’s own experience 
demonstrates that the Complete 
Electric Kitchen is a natural for 
“Ensemble Selling.” Coupon re- 
turns for kitchen planning indi- 
cate a tremendous interest on the 
part of both men and women. 
Hotpoint’s personalized Kitchen 
Planning Service gives reality to 


kitchen dreams. And the Hotpoint 
plan permits dealers to make 
individual appliance sales while 
turning buyers into continuing 
customers. 


@ @ Naturally, a complete line of 
related appliances is necessary 
to enjoy the many benefits of the 
Electric Kitchen Merchandising 
Plan. And today as for many 
years past, Hotpoint is one of 
the few complete and nationally 
advertised lines available to the 
American public. 


@@ Forty years of housekeeping 
experience in millions of American 
homes make Hotpoint the thought- 
ful homemaker’s choice. 


x«wnrk 


Edison General Electric Appliance Co., 
Inc., :614 W. Taylor St., Chicago 44, Il. 








——_ 
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This switchboard built up of safety 
type enclosed switches handles the 
100 kilowatt load of Ardmore Hotel. 


strated the wisdom of the management 
in making the changes, if only mone- 
tary advantages were taken into consid- 
ciation. In addition to speedier, 
cleaner and more efficient operation, 
however, the heavier load has accom- 
plished a reduction in power cost for 
general operation of the hotel, from 
1.98 to 1.45 cents per kilowatt-hour. 

One of the first problems was to 
find enough wire, conduit, and 
switches in Ardmore and Okalahoma 
City at the time for making the 100 
kilowatt capacity installation. Mater- 
ials and equipment which had to be 
installed by the electrical contractor 
included a modern electrical switch- 
board with 22 switches connected to 
350 feet of 500,000 circular mil rubber 
covered cable and 100 feet of 3%-inch 
conduit. The switches and other wir- 
ing equipment were finally located. 
Sufficient wire and duct also was found 
and installed to carry the load of a 
5o-ton air conditioning unit which 
will be installed as soon as it is avail- 
able. 

As a visitor enters the shining new 
kitchen from the coffee shop, he first 
passes through a modern pantry, com- 
plete with a refrigerated salad section 
equipped with electric grills, waffle 
irons and toasters, a mixer, pie com- 
partment, and a polished steel salad 
table. 


cream cabinet also is included in refri- 
geration equipment. 

An electric dishwasher which 
passes the dishes through sterilized 
water at 180 degrees F’. speeds opera- 
tion, reduces breakage and increases 
sanitation. Other kitchen equipment 
includes a slicer; two waffle bakers, a 
two-drawer roll warmer, an egg boiler, 
and a fry kettle. 


Contractor’s Opportunity 
In Electronics Field 


By Jack Fagile* 

FE. ALL KNOW that electronics 
WV is one of the future great indus- 
tries. Contractor personnel should be 
fully equipped to take over sales and 
service of electronic equipment as 
soon as it is released for the civilian 
consumer. 

If he is not equipped, most of the 
maintenance and many of thc sales 
will go into the hands of inexperienc- 
ed servicemen. The result will be a 
setback to the electronic industry as a 
whole. If proper service cannot be ob- 
tained, sales, quite naturally, will de- 
cline. The situation will give the man- 
u‘acturer a black eye and cause gen- 
eral dissatisfaction. 

An electric company should be a 
service Organization in every sense of 


*Mr. Fagile operates the Guarantee 
Electric Co., of San Antonio, Texas. 


the word, and should be fully pre- 
pared, both with equipment and train- 
ed men, before venturing into any 
field. R 

I have, in addition to a master elec- 
trician’s license issued by the City of 
San Antonio, a first class radiotele- 
phony operator’s license, and have 
been in the Cclectrical and some phases 
of the electronic business for a num- 
ber of years. 

With this experience behind me, I 
feel I may speak with authority in 
the following statement: 

If the electrical contractors cannot 
supply competent men to install and 
maintain electronic equipment, they 
may find themselves in competition 
with a group under no municipal con- 
trol and the industry will be exploit- 
ed. The contractor who is not prepar- 
ing for electronics is overlooking one 
of the largest phases of his future 
work. 

I conduct a class in electronics for 
my staff of electricians one evening 
each week from seven-thirty to ten- 
thirty. At the present time, we meet 
in the stockroom where we have a 
large blackboard. 

Our present subjects are merely 
foundation materials, such as electron- 
ic theory along with the actual con- 
struction of simple electronic devices 
to establish the theory clearly in their 
minds. When this is completed to our 
satisfaction, we plan to carry on with 
an especially designed course in elec- 

(Continued on page 79) 
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An all-steel plate warming and serv- ff 4 Be e } 
ice table stands in a_ convenient tome See 4 Zz 
location in front of two huge, thermo- Wo i ' 
statically-controlled ranges, assembled i» 
cn-bank, and provided with broilers. o 
A two-deck combination roasting and 
baking oven stands nearby. The ranges 
are placed on a slightly raised platform 
in the center of the kitchen for more 
efficient operation. 

Also prominent in the department 
is a two-deck, cooker in which vege- 
tables are cooked under steam pres- ae 4 ~ HOPKINS 
sure, saving all vitamins and minerals. 

Three big electric reach-in refriger- 
ators were installed, two of 45 cu. ft. 
capacity and one of 85 cu. ft. An ice 
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“Jones, here’s your release and a box of flashlight batteries. You go to work 4 
for Fleming Electric tomorrow—I lost you both in a V-E Day bet! 
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ON BEING CLEVER 


Her name was Madame Recamier 
and she had lost a husband and a for- 
tune in the French Revolution, and 
lived frugally in a four-room flat in 
Paris. Yet no woman, no matter how 
great or rich, has ever exerted such in- 
fluence on her times as Madame Rec- 
amier. 

The great of Europe sought her 
modest home, there to be charmed 
by the winsomeness and the skill of 
this woman, of whom scores of arti- 
cles and half a dozen books have been 
written. 

It seems to me that any salesman 
could take one tip from Madame 
Recamier, and thereby become a 
greater salseman. ‘The thing he could 
learn from her is that it is always bet- 
ter to make the prospect seem clev- 
er than to be clever yourself. 

In Madame Recamier’s company, 
men and women found themselves 
saying very clever, witty, wise things. 
That pleased them. They didn’t re- 
flect why they were so clever, witty, 
wise with her, being too pleased with 
themselves. 

But careful students of the Rec- 
amier technique have revealed that 
this quiet, gentle woman never made 
a clever remark herself, but always 
said something which made the other 
person respond cleverly. 

Do you get the idea? 

‘See how it applies to your job. 

Many salesmen, thinking to enter- 
tain and hence please their prospects, 
have the habit of telling stories or 
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making wisecracks. Sometimes the 
prospect has been pleased. Sometimes 
he has been bored. 

It would be better to say something 
which lets the prospect say something 
clever. ‘That is what Madame Rec- 
amier would have done. 

It takes a little thinking to under- 
stand this technique and quite a bit 
of courage to practice it, but if you 
can build up your prospects, you can 
sell more than you ever sold before. 


ONE THING YOU NEED 


Put it down as an incontrovertible 
fact that if you want to make progress 
in the postwar world, one thing you 
simply must have, and cannot get 
along without, is a state of mind 
known as infinite flexibility. 

This is the obverse of the state of 
mind known as the static outlook. 

I think it isn’t necessary for me to 
belabor the two phrases and explain 
them. This only let me say: Infinite 
flexibility is the mind of a man or 
woman which is flexible and can 
change to suit conditions, while the 
static outlook is as fixed as granite. 

The reason I say you must have in- 
finite flexibility is that the postwar 
era, if it brings nothing else, will 
bring change. Old ways will be out. 
New ways will be demanded. On ev- 


- erything. 


Those who can change can survive, 
but victims of static thinking will be 
like the dinosaur, unable to change, 
hence unable to exist. 

When changes come to you in your 
life or your work, note carefully how 
you react to them. If you long for the 
“good old days” or say, ‘This is the 
way we used to do it,” you are in 
danger. The static outlook has grip- 
ped you. 

But if you welcome change and 
look on every new development as a 
new adventure, you are safe: you have 
infinite flexibility. 


EX-SERVICE MEN CAN SELL 


A few months ago I helped conduct 
a sales clinic for a group of sales man- 
agers in the Midwest. In the question 





period, several of them wondered if 
ex-service men would make good sales. 
men or if their military training had 
“done something to them” to prevent 
them from fitting in with the de 
mands of business. 





My answer was that of course ex 
service men will make good salesmen 
An ex-service man, once he gets thi 
“feel” of civilian life again, is the 
same as any other civilian. 

Which reminds me of the ston 
that I consider the best salesmanship 
story ever written. Its author is Peter 
B. Kyne and it was published shortl 
after World War I with the title 
“The Blue Vase,” changed later t 
“The Go-Getter.” 

Comrade Bill Peck, one-armed, big 
ugly Bill Peck applies for a job to Cap 
py Ricks, shipping-lumber magnatt 
of the Pacific Coast. Ricks’ stuffy sor 
in-law, Matt Peasley, with the ide 
about ex-service men that too mail 
other executives seem to be acquiring 
turns up his nose at the crippled vet 
eran, decides to make it as tough # 
possible for him. if 

Comrade Peck, given the dirtics 
selling jobs around the shop, comé 
through beautifully. He outsells th 
record of anyone the Ricks interest 
ever had. Then Ricks, thinking to tt 
him for promotion, gives him the te’ 
of the blue vase. 

This is a mythical valuable va 
which Ricks simply must have. It} 
on a Sunday. The vase is in a pawe 
shop downtown in San Francis 
Will Comrade Peck get it and deliv 








ELECTRICAL SOUTH for JULY, 1% 








i= 


> 
\ 





ered if . aes 

d sales. \ 

ng had ; “ | 
orevent 

he de. e 


*.* 


a: 




















Tse ex ke 

esmel 

ets th " 

is the Pa tigre £ 
a8 





|. .- Both fhicline and rural line 


> ston r _ CPs Alcoa A.C.S A. 
[ Gn 4 


anship 
s Peter i 
shorth 


> title UNCLE SAM SAYS: 
ater t ¢ ~*~ 














od, big. at 

‘0 Cap 

agnate 

Fy son 

e ide! Steel Reinforced) which, for low initial 

| mati The government already is urging line cost, and with low maintenance expense, 

juiring operators to shift from wartime construction provides for these increasing loads. f 

ed vet methods . . . because materials for sturdy, : Ask an Alcoa engineer to show you 
ugh long-life operation are now in sight. the plain facts of A.C.S.R. load capacity, | 
ee The new postwar standards, allowing for long life and operating economy... based | 
dirties increasing loads during the era ahead, [ALCOA] on the experience of more than a million 
“a particularly for rural lines, should be more P miles of lines. 

wth rigid than prewar standards, This means ALtuminum Company oF America, 2164 

to te more work for A.C.S.R. (Aluminum Cable Gulf Building, Pittsburgh 19, Pennsylvania, 

he tes 

e vas Ld 

e. It y e ’ A 

paws i : 

ncis¢ce 

delive! 
1945 ELECTRICAL SOUTH for JULY, 1945 














to the old man before evening? 
The whole thing’s a hoax, and 
ymrade Peck sweats, suffers, gets 
letracked, finally has to break the 
ndow, but gets the blue vase. 
Because of his devotion to a trust, 
becomes manager for the Ricks 
yple in the Orient. He makes good. 
> becomes a member of the Order 
the Blue Vase. 
This is the story. Read it. It is 
nething every salesman and _ his 
ss should have, now that we have 
service men around us again. 


EEP ON ASKING 


Gaylord B. Buck, who heads a large 
d very successful selling organiza- 
n out West, admonishes his sales- 
n at his famous ‘Tuesday morning 
es meetings, which the men love, 
it most sales are made because the 
yspect is too weak to say, “No.” 
Which is his way of urging his men 
ask, ask, ask, ask for business. 
‘You can’t ask a man too often to 
y,” he puts it. “What if you do get 
own down oftener when you ask 
in when you don’t? It doesn’t hurt 
get turned down, does it? I’ve been 
ned down thousands of times and 
1k at me now, fat and sassy and full 
pep. 

‘It costs nothing in eithcr time 
effort to at least keep asking for 
siness. ‘he assumption that nobody 
nts to buy is fatal. Keep asking for 
siness, and when you are turned 
wn, ask one more just for fun.” 

No one ever said anything truer 
yut selling than this man in ex- 
ining his selling doctrine. 


IW FAR YOU'LL GO 


Maybe you remember years ago of 

ding Cervantes’ famous novel Don 
ixote, and recollect that the Don, 
over-age, skinny, slightly cracked 

lividual, had great hallucinations. 
was a great knight—in his own 
ad—going about the country, free- 
enslaved maidens and_ standing 
for the oppressed. 

What if his charger was a decrepit 
crowbait, ready for the boneheap? 
served Don Quixote in winning 

at bouts of arms. What if his re- 

ter, fat, stupid Sancho Panza, was 

t a dolt riding on an ass? No pan- 

ied warrior ever went forth to bat- 
with higher spirits or a more tres- 

te mind. 

,0ok on Don Quixote as a “‘screw- 

l” if you like, but ‘Tom Dreier, in- 

2sting writer of little business mag- 

ies, says that from him all sales- 

1 can learn. He says that the Don 

nd what he wanted to find wher- 

t he was. He was looking for hon- 


orable conflict, and found it in a wind- 
mill, which he attacked vigorously. 
He was looking for romantic adven- 
ture, and found it in the most dis- 
couraging circumstances. 

He had vision, and Dreier says that 
every salesman needs vision. 

It is a fact that none of us goes 
any farther than our thoughts carry 
us. 


Profitable Volume in 
Electric Tool Repair 


PROFITABLE industrial repair 
A item that is proving successful for 
a small electrical repair shop is the 
servicing of motor operated drills, 
grinders, sanders and saws. 

The business backbone of the new 
shop of Gene Riley, 2506% 15th 
Street, Kansas City, Mo., is the re- 
pair of electric drills and similar tools 
used in repair garages, carpenter shops 
and industrial plants. 

Usually they are used until they 
quit operating and then rather than 
attempt their own repair, the owner 
often returns it to the jobber, who in 
turn sends it to the manufacturer. 
Since this takes much too long now, 
the jobber welcomed an opportunity 
to turn this work over to a shop which 
would agree to handle it. 

Mr. Riley supplemented this work 
with the solicitation of such work 
from other concerns and now finds 
his shop, which was opened February 
1, filled with work. 

The things that go wrong with elec- 
tric drills and similar hard-worked 
tools are bearings and switches. Most 
of the bearings are ball-bearings and 








Exterior of Riley's Electric Shop. 


It’s pretty hard to put your fingers 
on a subject as elusive as this, the sub- 
ject of thoughts, for it gets into the 
realm of the metaphysical. But noth- 
ing is truer than this fact, that no 
salesman ever went one yard farther 
than he thought he could go. 

So, in the words of Elbert Hub- 
bard, “Aim high and believe your- 
self capable of great things.” 





Gene Riley, owner of Riley’s Elec- 

tric Shop, Kansas City, Mo., at his 

work bench, repairing an electric 
sanding machine. 


are available. Switches are also ob- 
tainable. 

About the worst thing that can 
happen to such a tool is a broken 
casting and this would take the tool 
out of circulation for a while. 

As every repairman knows, repair 
of electric appliances that are used 
to produce revenue, rather than as a 
luxury in the home, always offer little 
resistance to the price of the best job 
that can be done. 

A mechanic using an electric drill 
in hard service and who continually 
is having switch trouble, will buy a 
heavy duty switch replacement at the 
first opportunity, where a housewife 
in a similar situation on a vacuum 
sweeper could probably never be per- 
suaded the new switch was worth a 
dollar more. 

Industrial repairing has many ad- 
vantages over the average run of 
domesti¢ work, Mr. Riley thinks, and 
while he is accepting such work, at 
the same time he is surveying the 
opportunities present to do mainten- 
ance and repair work on the appliances 
used in the hundreds of small shops 
and factories in his vicinity. 
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..for Exhausting! 


MWD RY E needs! 


CHELSEA fans and blowers—standardized for economy, diversified for 
suitability—meet all industrial requirements. Included are exhauster- 
ventilators for welding operations, pressure blowers for general purposes, 
fans for localized ventilation, louvers, roof ventilators, hood exhausters, 
equalizers, etc., for every phase of industry. 


By specifying CHELSEA ventilating products for immediate or post-war 
office, plant or home installation, you are assured of quiet, efficient, 
dependable equipment. Backed by over 30 years’ experience in specialized 
fan and blower manufacture. Details and product descriptions on re- 
quest—write today. 


(A)—TYPE AP ihe oe ee RA D (C)—TYPE ED 
APARTMENT WINDOW VENTILATING FAN iy ae ee ce ao ke GENERAL PURPOSE ATTIC FAN 


(B)—TYPE EU (D)—TYPE BB 
PACKAGE ATTIC FAN UNIT IRVINGTON, NEW JERSEY ALL-PURPOSE INDUSTRIAL FAN 
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Wave Windings for A-C Motors 


Chapter 2—Basic Features of Wave Windings, | 
| Classifications, and Definition of Terms Used. | 


ON'TINUING the discussion of 

wave winding fundamentals be- 
gun in the first chapter, this chapter 
will describe how the a-c wave wind- 
ings are constructed, and identified, 
and will define some of the construc- 
cional rules. In this series, rotors with 
120 degree lead spacings will be used 
as the basis for study and discussion as 
in the past the majority of a-c wave 
windings were used on rotors. How- 
ever, the diagrams and tables can be 
used just as readily for stator windings. 
Only 3 phase windings will be dis- 
cussed. 


Identifying A-C Wave Windings 


All three phase a-c wave windings 
are divided into six sections, there be- 
ing two sections per phase. This means 
that only 12 leads are brought out of 
the winding, regardless of the number 
of poles. 

Fig. 1 of the preceding chapter 
showed this feature. The Al-R1-A2-R2 
leads indicated that there are four 
leads from each phase. In a series star 
connected wave winding, three leads, 
one from each phase, are connected 
to the collector rings, three leads, one 
from each phase, are connected to the 
star ring, and the remaining six leads, 
two from each phase, are connected 
together to form a reversing jumper. 
Thus R1 and R2 would be connected 
together, likewise R3 to R4, and RS 
to R6. 

Another distinguishing feature of 
a wave winding is that the top front 
lead bends away from the center of the 
coil as shown in Figs. 5 and 6 or in the 
same manner as a d-c wave winding 
coil lead. Other data presented in this 
series will enable the reader to classify 
the winding as to slots-per-pole-per- 
phase, number of poles, right hand, 
leads on top, etc. 


“Hand” of Winding 


The hand of the winding as “left 
hand” or “right hand” is fixed mec- 
hanically by the type of coil employed, 
and the two terms in common use will 
be defined as they divide the four poss- 





*Mr. Roe is a motor engineer 
associated with Westinghouse Electric 
Corp., East Pittsburg, Pa. 
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By A. C. Roe* 


This is a continuation of the se- 
ries of articles, which started in the 
June 1945 issue of Electrical South, 
covering a complete study of a-c 
wave windings. This series will in- 
clude a complete set of connecting 
diagrams developed on a new, sim- 
plified basis which eliminates the 
use of the large detailed drawings 
heretofore associated with wave 
windings. New bscribers can ob- 
tain copies of the first article by 
writing to the editor of this publi- 
cation. 





ible winding classifications into two 
groups as will be discussed later. 


“Left hand coil” or winding as 
shown in Fig. 5 can be defined as 
follows: with observer facing the lead 
end of the winding, if the top half of 
the coil, G, is nearest the air gap on 
the left, the coil is left hand. Fig. 5 
shows the top front half on the left, 
that is, the shaded area is the top coil 
half. Note how the top lead bends a- 
way from the center line of the coil as 
at A to G, Figs. 5 and 6. 

“Right hand coil” or winding as 
shown in Fig. 6 has the top coil half 
G on the observer’s right, when ob- 
server is facing lead end of winding. 

The hand of the coil in any wind- 
ing can be determined by a glance at 
the top surface of any rotor or stator 
winding. With the observer facing the 
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hig. 5. These drawings show side view and plan view of a “left hand” rotor 

coil for a-c wave wound rotors. With coil in position in rotor slots, the top 

half of the coil is on the left side, with the observer facing the lead end of 
the winding. The coil shown here has 4 conductors per slot. 
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Complete resistance to moisture, in all its forms, is afforded by the 
thermo-plastic insulation used on Walker TW Small Diameter Building 
Wire. Thus it is ideal for applications where there are wet soils, damp 
walls and floors, and surface raceways where wires are exposed to vapors 
and condensation. 

And not only moisture, Walker’s TW also strongly resists acids, alkalies 
and oil. It has high dielectrical and mechanical strengths, requiring less 
thickness of insulating material, and thus enables raceways to carry more 
wires and wattage. 

Existing raceways can be easily rewired with Walker’s TW. Its slick, 
smooth surface permits easy pulling, and its toughness withstands bend- 
ing around corners. Stripping and splicing can be done quickly and with 
ease. 

Walker’s TW is supplied in standard colors, and in sizes from 18 to 4/0. 
Ask your Walker Distributor for prices and delivery information. or 
write to WALKER BROS., Conshohocken, Pa. 


* The Underwriters’ Laboratories, Inc., have adopted the term ‘Thermo plastic’ 


% 
THERMO-PLASTIC 
INSULATED WIRE 


WALKER’S TW is approved by the Under- 
writers’ Laboratories (1940 Code, Section 
3035) in sizes from 14 to 4/0 inclusive for 
use in raceway systems, such as (1) 
Underground, (2) In concrete slabs or 
masonry in direct contact with the earth, 
(3) In wet locations, (4) Where the con- 
densation and accumulation of moisture 
within the raceway is likely to occur. 


While the use of T or TW in new con- 
struction is now permitted under emer- 
gency regulations, the proposed new N. E. 
Code will recognize its universal use. 


for ‘Synthetic’ 


insulated wire and have substituted the type letters T and TW for the old types of SN and SNW. 
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Jead or collector ring end, in the case 
of left hand coils, the rear coil ends 
bend away from the center line of the 
coil to the left, and also the top coil 
halves front and rear are both on the 
left hand side of the center line. In 
the case of right hand coils, these dis- 
tinguishing features are on the right. 
Thus Fig. 5 of this chapter and Fig. 1 
of chapter 1 can both be identified as 
left hand. 


Location of Leads on Coils 
With twelve leads for any a-c wave 


| winding there will be six top leads and 
, six bottom leads. The latter will have 
_ to be connected after the other coils 


are “clipped” or “stubbed up.” It has 

_ become standard practice to classify 

_ only the coil ends that connect to the 
star ring and collector rings as “‘leads.”’ 
Thus only the coil ends used for A1, 
A2; Bi, B2; C1, C2 are classed as 
leads and this designation will be uscd 
throughout this series. 

It will be found that if the bottom 
coil ends should be used for leads, 
that all A1, Az, etc., leads will be on 
the bottom. 

“Leads on bottom” means that the 
A1-B1-C1 and Az2-B2-C2 leads are 
brought out from the bottom front 
coil ends as shown in section B, Figs. 
5 and 6. 

. “Leads on top” indicates that the 
A1-B1-C1 and A2-B2-C2 leads are 
brought out of the windings on the 
top coil halves, or as shown in sections 
A, Figs. 5 and 6. 

Hand and Lead Classification 

From the preceding definitions, we 
find that the a-c wave windings can 
be divided into four groups according 

_to coil hand, and whether leads are 
on top or bottom: 

Left Hand, Leads on Bottom indi- 
cates a winding using left hand coils 
as shown in Fig. 5, where the A1-B1- 
‘C1-A2-B2-C2 leads are all attached to 
the bottom leads of coils, such as I’ 
in Fig. 5, in the proper slots. 

Left Hand, Leads on Top indicates 
a winding using left hand coils as 
shown in Fig. 5, where the A1-B1-C1- 
A2-B2-C2 leads are all attached to the 
top leads of coils, such as G in Fig. 5, 
in the proper slots. 

Right Hand, Leads on Bottom in- 
dicates a winding using right hand 
coils as shown in Fig. 6, where the 
A1-B1-C1-A2-B2-C2 leads are all 
attached to the bottom leads of coils, 
such as F in Fig. 6, in the proper 
slots. 

Right Hand, Leads on Top indi- 
cates a winding using right hand coils 
as shown in Fig 6, where the A1-B1- 
C1-A2-B2-Cz leads are all attached to 
the top leads of coils, such as G in 
Fig. 6, in the proper slots. 
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Fig. 6. These drawings show side view and plan view of a “right hand” rotor 

coil for a-c wave wound rotors. With coil in position in rotor slots, the top 

half of the coil is on the right side, with the observer facing the Jead end of 
the winding. The coil shown here has 4 conductors per slot. 


The definitions given above cover 
the line leads or leads connected to the 
collector and star rings. However, 
there are six additional leads, two per 
phase, Ri-R2 for the A phase, R3-R4 
for the B phase, and Rs5-R6 for the C 
phase, which will be classified in this 
series as “reversing jumper leads.” 

Thus it will be observed that with 
the line leads, A1-Az, etc., on top, the 
reversing jumper leads will all be on 
the bottom. Or with the line leads 
A1-A2, etc., on bottom, the reversing 
jumper leads will all be on top. 

Therefore the twelve leads of the 
a-c wave windings are divided into two 
groups of six leads on top coil leads 
and six leads on bottom coil leads. 
This rule applies in all cases. If the 
A1-Az2 leads are selected to be at- 
tached to bottom coil leads, then the 
B1-B2-C1-Cz leads will also come out 
on bottom coil leads, and the R1 to 
R6 leads will then all conie out on 
top coil leads. If the winding is started 
with the A1 to C2 leads brought out 
on top coil leads, then the Ri to R6 
leads will all come out on bottom 
coil leads. 

To properly mark and identify anv 
winding of the a-c wave type, the slots 
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must be numbered, and each of the 
three phase groups identified by the 
letters A, B, C. The slots will be 
divided into three groups with each 
group containing one-third of the total 
number of slots. The slots must be 
further sub-divided into pole groups. 
Thus a 72-slot, 3-phase, 6-pole motor 
a-c wave winding would have 24 slots 
per phase and 12 slots per pole. 

The numbering of the slots and 
phase slot groups per pole must fol- 
low a definite rule as clockwise (CW), 
or counter clockwise (CCW), around 
the rotor or stator with the observer 
facing the collector ring or lead end. 

In this series, and based on general 
accepted practice used in most wind- 
ing diagrams, the slot numbering and 
phase markings will both be in the 
same direction, and the rotation 
around the windings for rotor or stator 
will be classified as clockwise (CW) 
or counter clockwise (CCW) and will 
be in accordance with the following 
rules: 

Counter Clockwise (CCW) for 
windings having left hand leads on 
bottom, or right hand leads on top. 

Clockwise (CW) for windings hav- 
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The Powers Series 600 C Line Body is p1 
viding top-notch service for line constr 
tion and maintenance work. This body 
designed and engineered for efficient a: 
economical operation ... to provide co 
fortable, safe crew accommodatior 
adequate space for equipment and too 
Plan with us now that you may avoid dela 
in delivery when truck chassis are agé 
readily available. 
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ig. 7. Sketches A, B, C, and D illustrate the appearance 
f one turn, two turn, three turn and four turn coils, 
espectively for a-c wave winding. The numbers, arrows, 
ad rotation symbols between the upper and lower conduc- 
ws in each slot indicate the sequence of picking up coils 


' the connecting progresses around the 


g left hand leads on top, or right 
ind leads on bottom. 
Also, it can be stated that the slot 
id phase numbering will be in the 
rection pointed by the coil leads se- 
cted for the A1 to C2 leads. For 
ample, in Fig. 5, with the bottom 
ad F as the Ai lead, etc., the coil 
ads point in a counter clockwise 
rection which agrees with the CCW 
le for left hand leads on bottom. 
kewise, in Fig. 5, with the top lead 
the A1 lead, etc., the coil lead 
yints in a clockwise direction, in ac- 
dance with the CW tule of left 
ind leads on top. 
A study of Fig. 6 indicates that with 
e bottom coil lead F as the A1 
ad, it points in a clockwise (CW) 
rection, corresponding with the rule 
r right hand leads on bottom. In 
g. 6, with the top coil lead G as 
e A1 lead, it points counter clock- 
ise, corresponding with the rule for 
zht hand leads on top. 
The two usual arrangements will be 
und as (1) counter clockwise, left 
ind, leads on bottom (2) clockwise, 
zht hand, leads on top. In this series, 
2 will standardize on counter clock- 
se. left hand, leads on bottom for 
ost descriptive constructional dia- 
ams, but will furnish four connect- 
g diagrams for each slot-per-pole-pet- 
1ase grouping to cover each possible 
se of hand and rotation of slot and 
yase markings. 
\It would be possible to have the 
ase markings, A, B, C, in a direc- 
pn opposite to that of the slot num- 


} ” 
3 





rotor. For windings 


bering rotation but this would double 

the number of diagrams of possible 

connections and serve no useful pur- 

pose. Therefore, the 1-2-3 slot num- 

bering will also agree with the A, B, C 
phase rotations in this series. 
Conductors Per Slot 

A characteristic of a-c wave wind- 


ings is that the coils arc, constructed 


from large coppef’straps, made into 
half coils or one-piece coils, all of one 
turn as shown in Figs. 5 and 6. And 
in Figs. 1 and. 2 of the. preceding 
chapter. To obtain the effect of two 
or more turns per coil, the number of 
conductors per slot are increased in 
the ratio of turns required. These con- 
ductors are then connected as a series 
of coils, ‘passing through each slot 
until all conductors are used up before 
dropping back to the next slot. 

All modern a-c wave windings have 
the coil ends arranged in two layers. 
Thus in all slots, the conductors are 
divided into two separate groups, as 
shown in Fig. 7, as top conductors 
(solid lines) and bottom conductors 
(dotted lines). 

One Turn Coils require two con- 
ductors per slot as at A, Fig. 7. Here 
one coil occupics two slots. i. c., bot- 
tom of one and top of another, a back 
pitch apart, and the end of the se- 
ries of coils drops back one slot ac- 
cording to the slots per pole per phase. 

Two Turn Coils require four con- 
ductors per slot as shown in B of 
Fig. 7. (Also see Figs. 5 and 6.) In 
this case the series of coils will pass 
through each slot twice before drop- 


having “left hand, leads on bottom” and “right hand, leads 
on top” coils, the upper row of numerals and arrows, and 
rotation in a counter clockwise direction, apply. For wind- 
ings having “left hand, leads on top” and “right hand, 
leads on bottom” coils, the lower row of numerals and 
arrows, with rotation in a clockwise direction, apply. 


ping back one slot in the short pitch 
section. 

Three Turn Coils require six con- 
ductors per slot as shown in C, Fig. 7. 
The series of coils will pass through 
each slot three times before dropping 
back one slot. 


Four Turn Coils require eight con- 
ductors per slot as shown in D, Fig. 7, 
and the series of coils will pass through 
each slot four times before dropping 
back one slot. 


Figs. 5, 6, and 7 of this chapter and 
Fig. 2 of the preceding chaptcr show 
how the conductors per slot are in- 
creased, arranged, and picked up to 
obtain the effect of multi-turn coils. 

In Fig. 7 the two, three and four 
conductor per slot sketches, B, C, and 
D, have the numbers 1 to 4 inserted 
between the top and bottom coil 
halves. These numbers together with 
the arrows and rotation symbols indi- 
cate how the conductors per slot are 
picked up in the various windings. 


For “Left Hand, Leads on Bottom” 
and “Right Hand, Leads on Top” 
counter clockwise windings the pick 
up of conductors per slot will be coun- 
ter clockwise or right to left in all 
slots as shown in Fig. 7 by the top 
row of numerals and arrows. 

For “Left Hand. Leads on Top” 
and “Right Hand, Leads on Bottom” 
clockwise windings the pick up of the 
conductors per slot will be clockwise 
as shown in B, C, and D of Fig. 7 
by the lower line of numerals and 
arrows. (Con’t on page 79) 
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Smart Post-War Planning Demands 
SAFE Wiring Methods 


A double responsibility con- With standard-threaded rigid steel 

fronts the electrical industry: conduit, such as Youngstown’s Buck- 
The obligation to replace make- eye, again available through distri- 
shift, unsafe wiring systems, in- butors, there is no reason not to pro- 
stalled according to “must do” vide dependable wiring protection. 
emergency ideas, forced on in- Wherever there is moisture, or 
dustry by war time shortages vapor, or excessive vibration, or 
and regulations. possibility of corrosion, or accumu- 
The duty to install only assured- lating dust and dirt, or danger of 
ly safe wiring systems in all crushing or other mechanical injury, 
new post V-Day construction. specify and use Youngstown Buck- 

Remember this: The only wiring eye Conduit. 

system approved by the National 

Electrical Code as moisture, vapor, 

dust and explosion proof in hazard- 

ous locations is a standard-threaded 

rigid conduit. 





YOUNGSTOWN 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 
YOUNGSTOWN, OHIO 
Manufacturers of 


07-0: 9:10)\ Mey - UN OD ae. O\ 8D) YOLOY STEELS 
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Maintaining Industrial 
Electrical Equipment 


Part 6—Insulation* 





NSULATION is one of the most 
important factors in the life and 
| service of electric apparatus. When in- 
sulation fails, the machine is out of 
service until new insulation is applied. 
There are certain principles to be 
considered in the use of insulating 
materials which may assist the main- 
tenance man not only in anticipating 
the need for repairs, but also in speed- 
ing up such necessary repairs. 
| Some of the materials used in elec- 
' trical insulation are organic in nature, 
and are therefore susceptible to de- 
, terioration by heat, oxygen, moisture, 
and corrosive fumes and liquids. Even 
the best are vulnerable if incorrectly 
used or applied, or if machines are 
used beyond their normal rating. The 
process by which a coil, winding, ar- 
mature, or stator is insulated has fully 
as much influence on the expected 
life as the propertics of the varnish, 
compound, or treating material itself 

No one insulating material, be it 
treating compound, varnish, tape, or 
slot insulation, can be expected to 
meet all conditions and possess all the 
best properties. Therefore, intclligent 
choice of materials is of prime impor- 
tance. The properties of matcrials, and 
a clear evaluation of the service re- 
quirements for any given design of 
apparatus, will determine both the 
materials to be used and the _ best 
method of their application. 

Emergency repairs, of course, are 
somewhat different in that materials 
and methods might be used that 
would not necessarily be satisfactory 
for long-term service. 

The materials which are the chicf 
concern of the maintenance man are 
insulating varnishes and compounds. 
These materials are required by every 
maintenance department regardless of 
type or rating of electric apparatus. 

An understanding of the important 
properties of these materials is essen- 
' tial. With this knowledge the proper 
selection and application can be made 
to meet specific service requirements. 

Lack of a universally suitable in- 


| *This article is adapted from in- 
formation prepared by engineers of 
the General Electric Co. 
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sulating varnish makes selection a com- 
promise. The value of the essential 
propertics must be weighed against 
nonessential, although sometimes de- 
sirable, properties. 

When varnishes are used for filling, 
they must be sufficiently ficxible to 
withstand expansion and contraction 
of the winding in scrvice. Coating 
varnishes may be harder. They are 
chosen for toughness, adhesion, oil 
resistance, and long life under heat, 





and not necessarily for flexibility. Cot 
ton or paper insulation must be well 
covered by a finishing varnish to ade- 
quately protect it from attack of 
water, other liquids, or vapors. Film 
building is therefore important. 

Insulation breakdowns are most 
often the result of internal or external 
heat and moisture. The heating causes 
chemical changes in the insulation 
that are aggravated by the presence of 
moisture. 


One of the secrets of good motor insulation is clean varnish, according to 


George Stratton, Armature Winding Company, Charlotte, N. C. 


They have 














several identical vats. While one is in use, another is being cleaned. At defi- 
nite intervals a clean vat is changed with the one being used and the varnish 
is strained into the clean vessel. 
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_ Industrial Lighting 














ALL THE LIGHTING FEATURES 
YOUR CUSTOMERS SEEK!... 
ALL THE SELLING ADVANTAGES 
You WANT SE very MITCHELL feature enhances 


the value of your industrial lighting service! Your 
customers are sure of more abundant, more efficient 
light for their workers. Greater mounting flexibility 
simplifies the installation job. Easier, lower-cost main- 
tenance saves time and money. Rugged construction 
assures stability of performance and longer service. 





These all-around advantages, engi- 
neered and built into every unit by 
MITCHELL, bring you more satisfied 


customers... easier sales... volume 


business! _ 
The complete MITCHELL line of | .. Rt wa aaa 


2-40, 3-40 and 2-100 watt models pro- AIDS! 

* - i f ‘ iad = Distribute full-size; 

vides a ready answer for every indus- Catolog No. 281° 

trial lighting need, Gata te 
Each fells full story. 











Mitchell Manufacturing Company 
2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 
(West Coast Factory and Sales Office: 1019 N. Madison Ave., Los Angeles 27, Cal. 
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A MILLION MILES 











; OF FIELD WIRE... 


Just one example af 
General Cable's Service to 
the Nation and its Allies 





SEeseaseeke ger ss 


This output of one million miles of single conductor 


communication wire for the armed services represents 





the all-out effort at only one plant producing enough 


+ 


wire to encircle the globe five times each month. 


All ten General Cable plants have been working three 
shifts, seven days per week, on this and other essen- 
tial military items. 

Come final Victory, General Cable will as energetic- 
ally attempt to do its part in winning the peace. 


GENERAL CABLE 
CORPORATION 


L-BEESbhEesSeZeS~ | 


Manufacturers of Bare and Insulated Wires and Cables 
for Every Electrical Purpose 


icvy | ~~ 








Aging or “wearing out” of the in- 
sulating material results largely in 
mechanical failures. Electrically the 
material does not wear out until 
breakdown occurs, which is usually 
attcr the material has become quite 
brittle and cracked. Aging incrcases 
rapidly with temperature, approxi- 
mately doubling for cach 10 C in- 
crease. 

High temperature causes the de- 
hydration of all cellulose materials, re- 
sulting in a tendency to char. These 
effects lead to brittleness, cracking, 
and shrinkage under vibration and 
stress, and ultimate crumbling and 
disintegration of the coating. The 
shrinkage causes the coils to loosen in 
the slots, and increases abrasion due 
to the movements of the coils under 
electrical forces. A good varnish will 
retard these effects by so bonding the 
conductors that reasonable life is ob- 
tained. 


Although flexing of a film of var- 
nish over a mandrel has generally been 
used for evaluating the aging charac- 
teristics, this test may not give an 
indication of the true stability of the 
varnish when applied to coil struc- 
tures. 


How to Select Varnish 


The following are the important 
properties for which insulating ma- 
terials should be selected. 

Penetration is the degree to which 
a varnish will permeate the support- 
ing structure, or the tendency of the 
varnish ‘to thoroughly fill the fibrous 
structure. 

In some types of windings the in- 
sulating varnish is depended upon to 
bond the structure and prevent move- 
ment. This is particularly true in the 
following applications: (a) random- 
wound stators and armatures; (b) 
turns of form windings; (c) spool- 
type coils on rotating elements. 

Proper bonding of coils has a sec- 
ond important function, that of con- 
ducting to the surface the heat gen- 
crated inside the windings. A well- 
bonded, compact coil is better than 
one that has porous, air-filled insula- 
tion. 

Flexibility of an insulating varnish 
is important where the insulation is 
applied to the coil before assembly, 
and where assembly operations sub- 
ject the insulated structure (coils, 
leads, cables, etc.), to distortion. 

Moisture resistance is a property of 
importance in all types of windings 
since water has a direct deleterious 
effect on electrical properties, such as 
insulation resistance and diclectric 
strength. Several factors are involved: 
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(1) The chemical stability of the var- 
nish used; (2) Its tendency in film 
torm to permit the passage of moisture 
through it; (3) The amount of such 
moisture retained in the film; (4) The 
effect of such retained moisture on 
the film properties, as, for example, 
diclectric strength. 

Since no varnish, enamel, lacquer. 
or paint film is 100 per cent impervi- 
ous to water, moisture resistance and 
water repellence may be considered as 
relative properties, dependent a great 
deal on the character of the film- 
supporting material and upon the de- 
gree of cure of the film-forming ma- 
terial. Cellulose materials, such as cot- 
ton and paper, are most absorbent, 
the water being soaked up by wick ac- 
tion of the cellulose fibers. For this 
reason it is not recommended that 
untreated cellulose materials be used 
under moist conditions. 

A useful test of the effect of water 
absorption on electrical properties is 
the dielectric-strength test, after 24 
hours in water at 25 C and 85 C. The 
best varnishes, after remaining in wa- 
ter at 25 C for 24 hours, show not 
more than 25 to 30 per cent drop in 
volts-per-mil breakdown, as compared 
with the value when dry. The speci- 
fied minimum for air-drying varnish 
after such a test is 300 volts per mil, 
and for baking varnishes 400 volts 
per mil. 

As a measure of the chemical sta- 
bility in water, two tests can be used. 
One: coat a rod or metal strip with a 
definite film thickness of varnish and 
immerse in water until a Icakage of 
current can be measured. Two: the 
so-called ‘‘tropical test,” which con- 
sists of making varnished-cloth sam- 
ples or other suitable films and ex- 
posing them to steam and water in a 
préssure cooker at 100 to 120 C. This 
test will show the superiority of syn- 
thetic varnishes over those made from 
natural resins. 

Resistance to weak acids and alka- 
lies can be tested by submerging strips 
or rods, covered by a varnish film of a 
definite thickness, in 10 per cent acid 
or one per cent alkali solution and 
measuring leakage current and time 
required before complete failure oc- 
curs. 

None of the natural-oil, clear-gum 
varnishes will withstand acids especially 
well, and in alkalies they are distinctly 
inferior to certain types of synthetics 
now used. 

The types of service to which the 
apparatus is subjected will determine 
the importance which must be at- 
tached to these properties. 

A difference should be noted be- 





tween oil resistance and oil proofness, 
Oilproof materials are those which are 
not attacked by oil. Others dissolve in 
the oil and offer no resistance. Ojl- 
resistant materials are those which pro- 
tect against oil. ‘These materials may 
become soft but will not disintegrate 
or dissolve in oil. 

“Through curing” is the property of 
a varnish to cure throughout the mass, 
cven where oxidation effects are at a 
minimum. It is particularly important 
in deep coils or where there is likely 
to be a heavy deposit of the varnish 
base. Synthetic heat-hardening type 
varnishes are the most satisfactory for 
such applications. 

The diclectric strength of an in- 
sulating varnish is the breakdown or 
puncture voltage per unit of insulation 
thickness. 


Dielectric Strength 


Although all insulating varnishes 
must have good dielectric strength, 
it is not required in every application. 
It may be of secondary importance 
when compared with mechanical 
strength or resistance to chemicals. 

A good air-drying varnish should 
have a minimum dielectric strength 
of 500 volts per mil; a baking varnish 
800 volts per mil. When used for pro- 
ducing varnished cloth that must have 
high dielectric strength, the value 
should be from 800 to 1500 volts per 
mil. 

All insulating varnishes will fail 
under continuous exposure to an arc. 
Arc resistance, therefore, is of impor- 
tance in those applications where pro- 
tection is desired against arcs of rela- 
tively short duration. It is dependent 
not only upon the properties of the 
varnish itself, but also upon the in- 
tensity of the arc, time of exposure, 
and the type of material over which 
the varnish is applied. 

‘he consistency at which a varnish 
is furnished, or at which the manv- 
facturer recommends it be used, should 
be maintained by the proper addition 
of varnish or thinner. The best con- 
trol is by viscosity, but with a single 
matcrial, specific gravity control can 
be used. 

It is very important that the varnish 
be kept at normal room temperature. 
A heavy, cold varnish that thickens, 
flows poorly, and does not penetrate 
presents a curing problem. Too high a 
temperature can promote chemical 
changes and thickening of the varnish. 

Tanks or vats in which varnish 15 
stored should be kept covered when 
not in use, both to prevent loss of 
solvent, and to prevent dirt contamina- 

(Continued on page 77) 


ELECTRICAL SOUTH for JULY, 1945 











mess, 
are 
e in 
Oil- 
pro- 
maj 
grate 





ty of 
nass, 
at a 
ttant 
ikely 
mish 
type 
y for 


in- 
n or 
tion 


shes 
gth, 
ion. 
nce 
ical 
uld 
oth 
ish 
T0- 
ave 


Avenue, Newark 5, New Jersey. 









ALBANY * ATLANTA * BOSTON * BUFFALO * CHICAGO * CINCINNATI * CLEVELAND * DALLAS * DENVER * DETROIT * JACKSONVILLE » KNOXVILLE * LOS ANGELES * MERIDED | 
MINNEAPOLIS * NEWARK * NEW ORLEANS * NEW YORK * PHILADELPHIA * PHOENIX * PITTSBURGH * ROCHESTER * SAN FRANCISCO * SEATTLE * ST. LOUIS * SYRACUS!| 
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reat hem 


destined for early birth. Tomorrow, these products will be a market 
acceptance not only at home, but in all corners of bad earth, — 






into the product the best in materials components, and cna é 
And if an indicating instrument is essential, it mugt b 
dependability, but one which has world-wide 





eference as ‘well. 







Logically, the instrument choice will be WgSTON. For a WESTON on the 
panel gains instant recognition from equipm¢gft buyers throughout the world. 
To them, it is outward evidence of engineef#fng soundness all throughout the 
device or machine. And to the manufacffirer it brings an added sense of 
security ... knowing that wherever th¢y are used, his machines have a 
dependable and trouble free WESTON ft the controls. ” 



















Before your equipment gets into th¢/manufacturing stage; why not check 
your instrument needs with WESTON/ Complete engineering service is freely 
offered. Weston Electrical Instrfment Corporation, 578 Frelinghuysen 









in Canada, Northern Electric Co., itd., Powerlite Devices, Utd. 
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NEWS of the INDUSTRY 


National and Southern 
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WPB PERMITS PLANT 
ADDITIONS TO UTILITIES 


Revocation of virtually all controls 
on installation of facilitics by electric, 
gas, water and communications utili- 
ties was announced by Edward Il'alck, 
director of the War Production 
Board’s Office of War Utilitics. 

The new policy will permit utili- 
ties to make any addition to plant on 
an unrated basis, cxcept construction 
of buildings with a materials cost in 
excess of $25,000, without obtaining 
prior authorization from Washington. 
Building projects costing less than 
$25,000 worth of materials also will 
be permitted on an unrated basis 
without authorization. 

Utilities Order-U-1, the basis war- 
time regulation covering electric, gas 
and water utilities, has been amended 
as of June 2, 1945, to incorporate 
this “open-ending” of construction. 
Utilities Order U-3, regulating tele- 
phone companies, and Utilities U-4, 
which applies to the telegraph com- 
panies, will be similarly amended 
within a few days, Mr. Falck said. 

Removal of construction controls 
on utilities, Mr. Falck estimated, will 
result in utility expenditures for plant 
expansion next year approximately 
twice the total volume of expenditures 


during 1943 and 1944. The OWU di- 


rector estimated that utility expendi- 
tures under the “open-ending” policy 


( will be at least $1,630,000,000 in 19. 


<< 


46, compared to $815,000,000 in 
1943 and $787,000,000 in 1944. Be- 
cause of the long time required in 


/ manufacture of most utility facilities, 


additional expenditures during the re- 
mainder of 1945 as a result of “open- 
ending” probably will not exceed 


| $40,000,000, Mr. Falck added. 


HOME APPLIANCE DEMAND 


' UP 25 TO 100 PER CENT 


There will be more than enough 


144 


| customers for all the household ap- 
| pliances a quick reconversion can 


| produce, it was just announced from 
_ Washington. 
This is the conclusion of the fourth 


| nation-wide survey of consumer needs 


made by the Office of Civilian Re- 
quirements. The cumulative demand 
for appliances jumped ‘rom 25 to 100 
per cent over 1944. In units the per- 
centages represent increases of from 
1,000,000 to 2,500,000. 

Projecting the results of the sample 
survey to national totals, here is what 
the nation wants: 

5,835,000 washing machines 

5,852,000 mechanical refrigerators 

5,195,000 electric irons 

5,085,000 radios 

4,501,000 vacuum cleancrs 

4,501,000 sewing machines 


GODSHALK HEADS 
ELECTRIC EXCHANGE 


E. L. Godshalk, president of the 
South Carolina Power Co., Charles- 
ton, was clected president of the 





E. L. Godshalk 





W. E. Wood 





Southeastern Electric Exchange at 
the annual conference of the Exchange 
held in Atlanta on June 21. W. E. 
Wood, executive vice-president of 
Virginia Electric and Power Co., of 
Richmond, was named first  vice- 
president. 

Other officers are: second vice-pres- 
ident, McGregor Smith, president of 
Florida Power & Light Co., Miami; 
third vice-president, M. C. Funk, 
vice-president of Appalachian Electric 
Power Co., Roanoke, Virginia; and 
J. W. Talley, executive secretary. 

The treasurer and the chairmen of 
the accounting, commercial, engineer- 
ing and operations and employee ac- 
tivities sections will be appointed at 
a later date. 


EASY WASHER ANNOUNCES 
RECONVERSION PROGRAM 


Following on the War Production 
Board proposed plan under which the 
washing machine industry will be per- 
mitted to manufacture 700,000 wash- 
ers in the last half of 1945, Easy 
Washing Machine Corp., Syracuse, 
N. Y. has immediately acted on its 
projected program for tooling up, uti- 
lizing increased plant facilities and the 
securing of necessary production ma- 
terials. This reconversion activity is 
being carried out while maintaining 
Fasy’s full production schedules of 
war contracts. 

Until the availability of material 
problem is clarified, under the recon- 
version plan of the WPB, the com- 
pany cannot forecast a definite pro- 
duction starting date. However, plans 
are being made for a limited number 
of washers to come off the production 
lines some time during the third quar- 


ter. 


“Tt appears that washer production 
will not move ahead as rapidly as 
press reports of partial manufactur- 
ing resumption indicate,” said W. H. 
Reeve, general sales manager of the 
Easy Co. “Even with all the recon- 
version factors in our favor, including 
a supply of ample manpower in the 
Syracuse area, it will take some 
months before Easy’s washer produc- 
tion will reach substantial propor- 
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tions. ‘his means it will be late in 
the fall before washers appear in not- 
iceable quantitics in stores, Naturally, 
if this present slow washer output 
picture can be speeded up, our com- 
pany will make every effort to be 
among the first to resume production 
and deliver the finished product into 
the hands of our normal distribution 
and sales channels.” 

The company reports that all engi- 
neering on its immediate postwar 
model has been completed. This 
washer will be of the same basic de- 
sign as the company produced when 
it converted to 100% war work in 
May, 1942. However, the new model 
will carry refinements and improve- 
ments. Meanwhile, until the plant 
reaches a normal production schedule, 
no new models will move forward at 
top speed. 

As quickly as the company’s war 
contracts will permit, tooling opera- 
tions for Easy’s ultimate postwar prod- 
ucts will commence. This program 
will include a complcte line of domes- 
tic home laundry equipment featur- 
ing: a line of spinner type washers, in- 
cluding a new automatic washer, a 
new portable washer, a line of iron- 
ing machines, and a new clothes dricr. 


HURLEY RETURNS TO 
CIVILIAN PRODUCTION 


After more than three years devoted 
exclusively to war contracts, the Hur- 
ley Machine Division of the Electric 
Household Utilities Corporation, Chi- 
cago, formally returned to the produc- 
tion of civilian goods on June 8, by 
shipping the first 50 home electric 
ironing machines off the assembly line 
to as many citics to be donated to 
the 7th War Loan Drive. 


Following a ceremony at the plant 
at 11 a. m. to celebrate reconversion, 
the machines were taken to Municipal 
Airport for immediate shipment by 
air express. 

The company, peace-time manufac- 
turer of Thor electric washing ma- 
chines and Thor Gladirons (clectric 
ironing machines), entered war work 
in 1940. In March, 1942, it converted 
exclusively to war work. It became the 
largest producer in the country of 
boosters for high explosive shells three 
inches and up, and in addition suppli- 
ed a large percentage of washing ma- 
chines used by the armed services. 

Its war production line will con- 
tinue to turn out boosters and wash- 
ing machines. The War Production 
Board has set July Ist for the date on 
which washing machines can again be 
made for the home market. 

The WPB authorized resumption of 
manufacture of electric ironing ma- 
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chines for the civilian market as of 
May 21, but on a non-priority basis, 
meaning that it was up to the manu- 
facturer to hunt down materials not 
needed for war. Having an inventory 
of materials and parts that were frozen 
at the beginning of the war, Thor is 
able to return to civilian production 
quickly. 

According to Edward N. Hurley, 
head of the company, it is the first 
manufacturer to turn out ironers in 
the entire industry. He predicted it 
will be at least late July before house- 
wives will be able to buy the appli- 
ance from a dealer’s floor. 

“While it is true that the machines 
we are shipping are the forerunners of 
thousands to come,” Hurley explain- 
ed, “we have more than ten thousand 
dealers who must be supplied with 
floor samples before shipments for 
retail sales can begin.” Surveys among 
housewives have disclosed that electric 
ironing machines are high on the list 
of appliances they want most. 

The Hurley Machine Division was 
founded in 1906 and also has plants 
in Bloomington, Ill. and ‘Toronto, 
Canada. 


STEWART-WARNER NAMES 
KNOXVILLE DISTRIBUTOR 


The Bright Distributing Company, 
of Knoxville, ‘'enn., has been appoint- 
ed distributor for postwar Stewart- 
Warmer home radios, it was announc- 
ed by the Stewart-Warner Corpora- 





tion. The territory covered for Stew- 


art-Warner will include the eastern 
part of ‘Tennessee. 

H. C. Bright, owner of the Bright 
Distributing Company, resigned from 
the Congoleum-Nairn Corporation in 
February, 1944, to establish his own 
company. In addition to contacting 
the home furnishings and appliance 
field in the territory he will now cover 
for Stewart-Warner, he directed sales- 
men of wholesalers and developed 
merchandising plans during his cleven 
years with Congoleum-Nai:n. A_na- 
tive of Knoxville, he is a graduate of 
the University of ‘Tennessee at Knox- 
ville. 


NEW APPOINTMENTS 
ANNOUNCED BY G.E. 


A. L. Scaife has been appoinesd ad- 
vertising and sales promotion manager 
of the General Electric Company’s 
appliance and merchandise depart- 
ment, it was announced recently by 
C. R. Pritchard, general sales man- 
ager. ‘I'he appointincnt is one of sev- 
eral involving major changes in the 
department’s advertising and sales 
promotion division. 

Scaife, who succeeds B. W. Bullock, 
who has resigned, will also continue 
to serve as merchandising manager of 
the department. In his new capacity, 
he will be in charge of all advertising, 
sales promotion and merchandising 
plans connected with the sale of G-E 





Hurley Machine Division of Electric Household Utilities Corporation turns 

out first electric ironers since 1942. E. N. Hurley, chairman of the board, 

packs first Gladiron off line for air express shipment as company officials 

look on. Left to right: E. N. Hurley; H. C. Buckingham, treasurer; Frank J. 

Simpson, vice-president; Ralph M. Richmond, vice-president; Raymond J. 

Healy, secretary; Walter Oberst, vice-president and general manager, Mea- 
dows Division; Owen G. Nugent, manager Eastern Division. 
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HE LINE of Ward Leonard Wire Wound rating, but also resistor asssemblies for usual 
Resistors has been developed through over and unusual purposes. You can find exactly the 
m1 ra (2 
half a century of meeting the requirements of the resistors you are looking for at Ward Leonard. 
electric and electronic industries. The line, there- Send for the New Resistor Handbook. It 
fore, em complete. Chind Sennesd aos only iitians describes the entire line giving ful data 
on enclosures, mountings, terminals and 
wire wound resistors of every type, size and watt _ resistance values. 
x © 
BUY 
MORE WAR 
BONDS 
| RELAYS - RESISTORS RHEOSTATS = "0" 
_ j * . * 
, Electric control _ devices since 1892 
° | | 


WARD LEONARD ELECTRIC COMPANY - 37 SOUTH ST. - MOUNT VERNON, N. Y. 
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Pioneers in 
LIGHTING EQUIPMENT 
ry Since 1880 


aries 


Yes, We’ve Been at War 


Since Pearl Harbor, our only customers have 








been the U. S. Army and Navy . . . and our 
Allies. Faries war products have been wide 
in range . . . more than 200 completely as- 
sembled items and component parts. To meet 
the exacting requirements of the Military, 
new machines have been employed, new 
production techniques mastered. 


... but now that the <~ 
Light Flashes Green = 
we'll soon be ready to GO ~ 
with over 60 of the fastest- 
selling numbers from the 
big Faries pre-war line. 
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‘When the restrictions are fully relaxed and 
‘material is available, we're ready to start im- 





‘mediate production on 60 “best sellers,” in 
accordance with a carefully-worked-out recon- 
version plan. These top-quality lamps and fix- 
‘tures will be available to distributors and dealers 
for the period ‘til V-} day. 









Write For 
New Flyer Catalog 


. just off the press, illustrating 
these 60-odd “best selling” numbers. 
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major appliances, trafic appliances 
and construction material. He will be 
responsible to Mr. Pritchard. 

Assistant manager of the division 
will be George B. Park. E. F. Vickery 
will be operating manager. 

In announcing these appointments, 
Pritchard said that, under the new 
sctup, the advertising and sales pro- 
motion division will closely parallel 
the organization structure announced 
last fall for the sales divisions of the 
appliance and merchandise depart- 
ment. 

Scaife joined the General Electric 
Company 15 years ago as a member 
of the advertising division of the for- 
mer specialty appliance department at 
Nela Park, Cleveland. In 1936 he be- 
came advertising and sales promotion 
manager of that Division. Then, in 
1939, when specialty appliances were 
combined with the company’s other 
appliance lines at Bridgeport, he was 
named merchandising manager of 
major appliances and subsequently of 
the entire appliance and merchandise 
department. 


SENTINEL RADIOS TO 
FEATURE WOMAN APPEAL 


When the new, postwar Sentinel 
radios are produced, the ‘eatures wo- 
men like most in a radio will be built 
into Sentinel’s complete line, -accord- 
ing to a statement recently issued by 
the Sentinel Radio Corporation, F'v- 
anston, Illinois. 

Sentinel recognized the fact that 
a woman’s buying influence will be 
stronger than ever in the postwar ra- 
dio market and has acted according- 
ly. Sentinel has consulted with Miss 
Amy Freeman, noted women’s stylist, 
lecturer, interior consultant and form- 
er member of the editorial staff of 
several famous, nationally known wo- 
men’s magazines, regarding Sentinel’s 
complete new line. 

Working in conjunction with Sen- 
tinel’s skilled and long experienced 
engineering designers and production 
experts, Miss Freeman has studied 
and analyzed the new Sentinel radios 
from the women’s viewpoint. Color, 
cabinet design, materials, size and 
shape were carefully considered. 

As the largest producer of Handie 
Talkies in the world, Sentinel Radio, 
at present, is engaged 100% in wat 
work and will not resume manufac- 
ture of civilian radios until its war 
contracts are fulfilled. Sentinel, how- 
cver, has confined its war production 
solely to radio, radar and electronic 
products. Its reconversion problem is 
simple and should permit Sentinel to 
be among the first radio manufactur- 
ers to introduce new postwar models. 























“During the years that I have used wiliete service tay 
competitive deals have been offered me and I have 
reviewed them carefully, but in my opinion none has 
2 afforded the complete advantages of Commercial Credit 


plans and facilities. 


“Your speed in investigating and passing credits is a 
very real help in closing our sales. Your collection 
system keeps past-dues at a minimum and still retains cus-" 
tomer goodwill. We have particularly noticed that your : 
> FF | personnel is trained to expedite the desler’s sales and 
to treat his buyers with every reasonable consideration so 
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that all possible «-° + *j4eihi'”- will be developed.” 


PV gn Pres. 


Herb Names, Inc. 





Denver, Colo. : : 








COMMERCIAL CREDIT COMPANY 


BALTIMORE 2, MARYLAND 
Capital and Surplus more than $65,000,000 
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ELECTRICAL BUSINESS 
TRENDS IN THE SOUTH 


Best news in the past month for the 
electrical trade of the South was the 
revoking of numerous WW PB limitation 
orders under which the manufacturer 
of electrical appliances and devices had 
been greatly restricted. Controls have 
also been lifted on installation of serv- 
ice facilities by electric, gas, water and 
communication utilities. 

Priority assistance has been author- 
ized for the manufacture of 102,000 
electric ranges, 265,000 mechanical re- 
frigerators, and 350,000 washing ma- 
chines in each of the third and fourth 
quarters o£ this year. 

Stanley B. Adams, director of WPB’s 
consumer durable goods division, pre- 
dicted that consumers will have a 
chance to buy washing machines in 
September at prices equal to or lower 
than those they paid before the war. 

Volume of building permits, which 
reflects to some extent the activity of 
the construction industry and_ its 
branches such as the electrical construc 
tion industry, turned upward rather 
sharply in May. The South continued 
to lead the nation in per cent increase 
m building permit volume in compar- 
ison with the same month of 1944. 
‘The increase in the South Atlantic 
states was 50.3 per cent; in the Sonth 
Central states the increase amounted 
to 88.5 per cent; while the increase for 
the country as a whole was 36.0 per 
cent. 


OPA ANNOUNCES NEW 
ADVISORY COMMITTEE 


Appointment of an Electrical Sup- 
ply Wholesale Distributor Industry 
Advisory Committee has been an- 
nounced by the Office of Price Ad- 
ministration. 

The committee held its first organ- 
zational meeting at Washington, D. 
C., Wednesday, June 20, 1945. Wal- 
ter Shoemaker, price executive of 
the Machinery Price Branch of OPA, 
presided. 

Electric supply wholesale distribu- 
tors are sellers of electrical supply 
equipment used in construction such 
as wire, cables, switches, lights, and 
supply items such as motors and trans- 
formers. 

They do not handle appliance 
items, such as washing machines, 
electric refrigerators, vacuum cleaners 
and toasters unless they own combi- 
nation concerns doing business as 
both wholesale supply distributors 
and wholesale appliance distributors. 

There are approximately 1,600 elec- 
trical supply wholesale distributors in 
the country. Of this number, five per 
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*“__<9 1 told him to take the infantry and stay outta’ them dangerous 
airplanes!” 


cent are large concerns, 15 per cent 
medium size, and 80 per cent small 
firms. 

Members of the committee from 
the South include: J. P. Hamblen, 
Southern Electric Supply Co., Hous- 
ton, Texas; L. FE. Salmon, ‘l’ennessee 
Valley Electric Supply Co., Memphis, 
Tenn.; P. O. West, Doubleday-Hill 
Electric Co., Washington, D. C.; 
William Farr, Electric Supply Co., 
Asheville, N. C. 


G. E. PRESENTS THE 
G-E FARM WIRING GUIDE 


A new 56-page book on farm wiring 
called the G-E Farm Wiring Guide, 
which contains necessary information 
for planning wiring for practically any 
farm, was published recently by Gener- 
al Electric’s Appliance and Merchan- 
dise Department, Bridgeport, Conn. 
There are many illustrations, charts 
and diagrams used in this book to 
make it more interesting and to am- 
plify information given in the copy. 

The G-E Farm Wiring Guide con- 
siders wiring layouts for entire farms 
describing the entrance wiring needed, 
farmyard wiring, the wiring for barns, 
machine shops, hog houses, sheep 
sheds, etc., and the wiring for farm re- 
sidences. The number of circuits need- 
ed for each building are given and re- 
commendations are made for placing 
lighting outlets, convenience outlets 
and switches. Sample floor plans of 
different buildings are shown to indi- 
cate where wiring should be installed 
to provide the most benefits from elec- 


tricity. Blank graph pages are included 
so that farmers, utility ‘arm specialists 
or electrical contractors can make wir- 
ing layouts of buildings they are inter- 
ested in. 

The purpose of the G-E. Farm Wir- 
ing Guide, as stated in its frontispiece, 
is to help farmers decide what type 
of wiring they need and how much. 
The investment value of good, well-de 
signed wiring is emphasized as well as 
the fact that electrical equipment can- 
not give satisfactory service unless de 
pendable, convenient wiring is available 
to provide necessary electricity. It calls 
the attention of everyone interested to 
what should be done in order to get the 
best possible wiring for each dollar 
spent 

A digest of the G-E Farm Wiring 
Guide follows: 

After a short introduction, this book 
starts off with a simple explanation of 
a few electrical terms and gives an 
everyday analogy for each explanation. 
Then outdoor distribution, the wiring 
to the service entrances in each farm 
luilding, is explained. Next, general 
wiring is taken care of. The wiring for 
the different farm buildings and the 
farmyard is described in detail. Sample 
wiring layouts are illustrated and layout 
sheets are provided so that wiring lay- 
outs can be made of buildings on the 
specific farm under consideration. After 
going through all the farm buildings, 
the wiring for the farm residence is 
discussed room by room. Layout sheets 
are provided here too so that the wiring 
for each specific home can be deter- 
mined. 
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Modernizing a School with light 


THE PROBLEM: Shades-Cahaba School, Birmingham, Ala. 
How to relight a school building which had been allowed to run 

down. This picture at the right shows one of the dingy class- 
. rooms with its lighting system “20 years behind the times.” 


THE LIMITATIONS: 


First and foremost, money. Funds had to be raised to swing the 
job since the school board did not have the money. Second, for 
the same reason, the installation must provide minimum cost 
operation. And rewiring must be kept to a minimum. 


THE PLAN: 


This typical classroom layout, drawn up by lighting engineers 
of Birmingham Electric Co., employs fluorescent lighting, with 
two continuous rows of Wakefield GRENADIERS. Through these 
units, considerable saving in wiring time was made, since wire 
could be run along as an integral part of the fixture. This also re- 
duced to a minimum the ceiling outlets necessary (required about 
one-third the outlets needed for previous types of lighting). 
Separate switch controls were provided for the units nearest the 
window and for the inner row. 
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SAMSON UNITED EXPANDS 
PRODUCTIVE FACILITIES 


A 40 per cent expansion of Samson 
United Corporation’s productive facili- 
ties at its Oswego plant by construction 
of a steel-and-concrete addition was 
announced recently. 

Although the expansion was made 
necessary by additional and enlarged 
war contracts for which production 
room is needed immediately, the build- 
ing will be available for postwar produc- 
tion of Samson flatirons and other 
civilian appliances. Such production is 
now being handled at Oswego because 
the main plant in Rochester is working 
wholly on war contracts, primarily 
turrets for the Avenger torpedo bom- 
ber and Catalina patrol bombcr. 


FROZEN FOOD MARKETS 
TO ABSORB SURPLUS FOOD 


Georgia’s fruit, poultry, livestock 
and vegetable industries are going to 
find vast markets after the war as 
a result of modern freezing and stor- 
age devices, frozen food experts re- 
vealed recently in a three-day course 
in frozen food procedure, sponsored 
by the University of Georgia. 

Paul Chapman, dean of the College 
of Agriculture, reported that every 
community in Georgia will have ac- 





cess to a freezer locker plant which 
will kill, age, cut, and perhaps pack- 
age livestock and poultry. Fruits and 
vegetables also can be purchased in 
the wholesale markets and stored for 
future consumption at a considerable 
saving. He said that he did not think 
the community lockers would be in 
competition with the smaller home 
freezing units and that one would 
supplement the other. 

Few families will want to dispense 
with the services that are rendered by 
locker plants, he pointed out. They 
will want to rent a locker for storing 
large quantities of “ood. Smaller units 
for home freezing will retail at around 
$150 cach but the community lockers 
which will rent for around $30 
a year will be more economical. 
The home units will be more conven- 
icnt for quick freezing home-grown 
vegetables, fruits and poultry. 

As for Georgia’s famous peach in- 
dustry, Mr. Chapman savs that the 
day when fruit will rot on the trees or 
in box cars is gone forever. 

“Recently I learned from a Macon 
citizen that 500 carloads of peaches 
will be frozen in that city this vear 
and shipped in retail-size cartons. This 
is a brand-new market. It docs not 
compete with the fresh fruit market. 
Such frozen markets will absorb all 
our surplus peaches and people in the 





NEW HOME FREEZER HAS “REACH-IN CONVENIENCE”—tThe new up- 
right home freezer, which will be manufactured by the Westinghouse Electric 
Appliance Division shortly after civilian production of consumer durable 
goods is resumed, is the companion piece to the household electric refrigerat- 
or in size and finish, with front-opening door and sectional inner doors for 
reach-in convenience. Shown transferring a steak, with thermocouple attached 
to measure temperature within the meat, from the freezing section to a 
storage compartment of an experimental model home freezer is Miss Jane 
Schleicher, member of the Westinghouse Home Economics Institute staff. 
Thermocouples, in effect miniature and highly sensitive thermometers, give 
a complete history of temperatures within the foods at all times. In addition 
to Institute research on freezing and storing foods, engineers and technicians 
conduct numerous tests on the new home freezers, including studies on the 
freezer mechanism and cabinet, in two special, tightly sealed, copper lined 
humidity rooms and in a soundproof room mounted on giant springs. At 
right, Miss Schleicher is shown taking potentiometer readings of thermo- 
couples which measure temperatures within the foods. 
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Fast will be cating fresh Georgia 
peachcs for breakfast the year around 
instead of in season,” he concluded. 

Other speakers predicted that freez- 
ing devices will be a boon to Georgia's 
rapidly growing poultry business in 
that they would eliminate much live 
poultry trucking. 

Other speakers were H. H. Plavvs, 
of Iowa State College, who talked on 
freezing fruits and vegetables; R. G, 
Purnell, of Tupelo, Miss., who spoke 
on preparing food for freezing; Dr. 
John Powers, of Massachusetts State 
College, who spoke on quick freezing 
methods, and R. L. Brooks, of the 
Georgia Power Company. 


EXPANDED PRODUCTION 
PLANNED BY CROSLEY 


Greatly cxpanded production of 
electric refrigerators and home radio 
receivers in the postwar period is plan- 
ned by ‘lhe Crosley Corporation, 
James H. Rasmussen, general sales 
manager, of the Crosley manufactur- 
ing division, informed Crosley region- 
al and merchandising managers at a 
recent sales conference here. 

“Through a two million dollar ex- 
pansion program, Crosley will greatly 
increase its refrigerator production ca- 
pacity in the first year a’ter produc- 
tion is resumed,” Rasmussen said. 
“WPB has now programmed a very 
limited refrigerator production for the 
last half of this year but big volume 
production probably won’t get under 
way until 1946. 

“WPB has said that regular civilian 
radios probably will not be in pro- 
duction this year, but if the Jap war 
goes as well as we all hope, WPB may 
be able to advance its civilian radio 
production program. We will also add 
the radio production facilities required 
to expand sharply our prewar radio 
production capacity.” 

Rasmussen supported the recent 
statement by R. C. Cosgrove, vice- 
president and general manager of 
Crosley’s manufacturing division, that 


‘war production is tapering off grad- 


ually, thus permitting an orderly con- 
version to peace-time manufacture. 

“During 1945, up to April 30,” 
Rasmussen said, “Crosley sales total- 
led more than $39,000,000. April war 
material billings were less than those 
in March and promise to decrease 
gradually for the rest of the vear, mak- 
ing more and more facilities each 
month available for civilian produc: 
tion. 

“Even with our present facilities at 
Richmond, Indiana, where our te 
frigerator production will be concen- 
trated, we will be able to build many 
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jecause of the basic importance of adequate wiring to the entire electrical industry, 
Ja is presenting messages like this in a wide list of national publications. 


yet www | electrical wiring can rob 


appliances of that much performance— 


..e In postwar planning, 


You MAY spend a good deal on future 
electrical comforts—a new refrigerator 
and range, de luxe laundry equipment, 
advanced heating, perhaps air condi- 
tioning, and a host of appliances. 

Don’t undermine this investment. 
Realize that out-of-date electrical wir- 
ing in the house can cut equipment 
performance twenty-five to fifty per- 
cent! 

If you anticipate an increased elec- 


Aueffieon 


HELP BRING VICTORY SOONER 
++» BUY MORE WAR BONDS 
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trical load on your wiring, make sure 
to have enough circuits, service devices 
and outlets. In other words, check up 
on your postwar wiring plans now and 
avoid expensive changes later. 


Business executives! Don’t neglect 
your postwar wiring plans. It costs 
nothing to check them now, but it may 
cost plenty later for shutdowns, altera- 
tions. Talk it over with your consulting 
or plant power engineer, electrical con- 


Wire ahead 


tractor or power salesman. They'll 
agree that it’s always wiser to Wire 
Ahead! Anaconda Wire & Cable Com- 
pany, Subsidiary of Anaconda Copper 
Mining Company. General Offices: 25 
Broadway, New York City 4. Chicago 
Office: 20 North Wacker Drive 6. Sales 
Offices in Principal Cities. — 


“ NR a 
bor they check you / 


ANACONDA WIRE @& CABLE COMPANY 


53 





—— 


Oe 


more refrigerators than ever before. 
This does not take into consideration 
the plant additions and new engineer- 
ing and office building that are being 
planned there. 

“Refrigerator production will be 
streamlined at Richmond, with raw 
materials entering one end of the 
plant and the finished product leaving 
at the other end. 

“We expect greatly increased com- 
petition in the radio industry produc- 
tion capacity. We expect to be in a 
buyer’s market within four or five 
months after the industry hits full 
production schedules.” 

Rasmussen said that it is still too 
carly to forcast what postwar prices 
will be but that he expects them to be 
from 15 to 30 percent above prewar 
prices. He said he didn’t believe 
it would be possible to freeze prices 
at the March, 1942, levels as has been 
suggested. 

“None of us 
rates,” he asserted. 


want lower labor 


EUREKA EXPECTS CLEANERS 
AND IRONS BY FALL 


First deliveries of vacuum cleaners 
and cordless electric irons by the Eu- 
reka Vacuum Company are expected 
this fall, George T. Stevens, vice-pre- 
sident and manager of the company’s 
Eureka division, announced at a din- 
ner meeting of the organization’s em- 
ployees in the Book-Cadillac Hotel, in 
Detroit. 

“While our high volume of war 
production will continue so long as 
it is needed by the armed forces,” 
Stevens said, “favorable war condi- 
tions indicate that limited consumer 
goods manufacturing will soon be 
possible so that the public will begin 
to get some of these long-needed 
home appliances.” 

He announced that his company 
will offer for the first time a complete 
home cleaning system, consisting of 
an upright unit for rugs and carpets, 
a tank-type cleaner for “above the 
floor” cleaning, and a set of attach- 
ments, including a power-driven floor 
waxer. 

Stevens said the cordless electric 
iron, announced by the company a 
few months ago, will be the first of a 
group of supplementary home appli- 
ances that the Eureka Company will 
produce. 

The Eureka Company recently ac- 
quired the Williams Oil-O-Matic 
Company, of Bloomington, IIl., and 
will operate it as a separate division. 
Completely engaged in war work at 
present, as its parent company, Wil- 
liams will resume production of oil 
burners, heaters and air-conditioning 


54 


SELECTIVE DEALER PLAN—F. 





B. (Fritz) Williams, 





SS hes Diet 


i aes ht 
, a rth Mar ° 


LS EE IE 
’ 
M es 
HOLPOIRT NAMEOD AEF 


; Drtate Your Lecesomnt 


(right) Atlanta, 


southern regional manager for Hotpoint explains his company’s postwar 
selective dealer plan to H. J. Scaife, western regional manager, at a recent 
meeting in Chicago. Williams said the plan is “tailor-made” for all-electric 
complete kitchen and complete home laundry dealers. The plan emphasizes 
exclusive territory protection for dealers displaying complete Hotpoint line, 


equipment as soon as war conditions 
permit, Stevens said. 

Appointments of new sales execu- 
tives, merchandising and advertising 
plans will be announced shortly, he 
said. 


ANACONDA DEVELOPS 
CABLE FOR VICTORY 


The war’s Naval production spot- 
light was focused recently on Ana- 
conda Wire and Cable Company’s 
plant at Hastings-on-Hudson, N. Y., 
as the story of Allied Navies’ success 
in overcoming Germany’s magnetic 
mine menace to convoys and shipping 
unfolds. 

Experimental data offered by the 
British to our Navy called for equip- 
ping mine sweepers with mine sweep- 
ing apparatus charged with electricity, 
to explode submerged mines from 
channel and the oceans. This called 
for the use of buoyant insulated 
“Floater” cables to create a magnetic 
field as they were towed through the 
water. 

The Anaconda Wire and Cable 
Company with only a minimum of in- 
formation, and in close and extremely 
secret cooperation with the Navy, im- 
mediately tacked another “big order” 
on its war effort calendar and poured 
all of its engineering and research tal- 
ents into the job of producing a cable 
that would float, carry an adequate 
load of electricity and withstand the 
explosive effect of the mine as well 


as the clements. This pioneering and 
the success by Anaconda led the firm 
into becoming one of the world’s larg- 
est manufacturers of buoyant mine 
sweeping cable. 

Construction of mine sweeping 
buoyant cable presented many head- 
aches in the beginning because it was 
necessary to make cable that would be 
capable of carrying a terrific electric 
load and at the same time be light 
enough to float. 

Each manufacturing operation re- 
quired new machinery, all of which 
had to be especially designed and built 
for this cable. Today, one whole ave- 
nue of the Hastings Mill is given over 
to the buoyant cable operation. There 
are huge vulcanizing tanks, stranders, 
winding machines and _ water-testing 
tanks, as well as a large supply area 
where matcrials which go into the fin- 
ished product are stored and assem- 
bled. 

Navy men who have returned from 
mine sweeper duty have been loud in 
their praise of the performance of 
Anaconda’s buoyant cable. The cable 
is carried on the reel in the rear of the 
ship and is released much in the same 
fashion that a fisherman lets out a 
trolling line. As the ship travels its 
course, the electrically charged cable 
sets up a magnetic field over an ex- 
tensive area and submerged mines 
explode harmlessly. 

Today, Allied minesweepers, equip- 
ped with Anaconda buovant cable, are 
writing finis to the Jap’s mine fields. 
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ELECTRIC WATER 
HEATERS 
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‘s a Product of Utmost Quality — 


The White Electric Water Heater 
Distributors and Public 


Merchandised Exclusively Through Recognized 
Utilities * Your Inquiry Will Be Appreciated 
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Prelubricated ball bearings, now standard on 
Westinghouse CSP Motors up to 3 hp, require 


lubrication only after five years’ or more service 


Westinghouse Type CSP Motors, 3 hp and below, bought 
in 1945, will not require lubrication before 1950. Think of it! 
Five years of operation : : : 24 hours a day : : : with no 

attention whatever to lubrication. In 1950, inspect bearings. 
If greasing is needed—a simple disassembly job—and the 
motor is all set to run until 1955. 

These prelubricated sealed ball bearings have been 
thoroughly field-tested in textile mills and in built-in 
machine tool installations. Early installations are still 
running on the original grease after seven years’ service. 

CSP motors may be mounted in any position, including 
the vertical. Wherever Class A insulation is applied, at 
least five years of operation without greasing may be 
expected. Applications in higher than normal ambient 


temperatures may require modified design. 


For complete information, ask for DB-3100-CSP at your 


| Westinghouse office. Westinghouse Electric Corporation, 


| P. O. Box 868, Pittsburgh 30, Pennsylvania. 


J-21326 
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ONLY WESTINGHOUSE CSP” 
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@PRELUBRICATED SEALED BALL BEARINGS red 
lubrication maintenance .. . assure longer 
@UMPROVED TUPFERNELL INSULATION. 
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GAS REGIS SPH ge 
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This ears on the end bracket 
“et every GSP motor up to frame 225. 
ssurance of smooth opera- 
Ing bearing life, and low 
nance. it also means: 


No overgreasing. 
No grease seepage into windings. 
No unreplaced plugs. 
jo costly lubricating schedules. 
grease contamination. 
“skipped” bearings while 
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SNAP RING 
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WIDTH 
BEARING 
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: more liberal grease supply and better sealirig. 
“than the single-width design. Two seal discs, 
locked into the outer race by snap rings, fit 


PLANTS IN: 25 CITIES...©_J OFFICES EVERYWHERE ong: thie inner race to form a revolv- 


TYPE CSP MOTORS cm cisccracion tem a outs 
Mey bearings just as effectively as the cartridge 
bearings now in common use. 
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DISTRIBUTOR APPOINTED 
BY STROMBERG-CARLSON 


The Adair Appliance Company, 
wholesale distributors, of Memphis, 
Tenn., has been appointed a distribu- 
tor for Stromberg-Carlson radios, ac- 
cording to recent announcement by 
George D. Adair, general manager of 
the distributing firm. ‘Ihe company 
will also distribute in the Memphis 
trading area Marion electric ranges 
and water heaters, Dexter washers and 
ironers, Wilson Cabinet Company re- 
frigeration, Hunter fans, National 
sewing machines, and many other well 
known appliances. 

The territory covered by this distri- 
buting firm includes eastern ‘Tennes- 
see, western Arkansas, northern Mis- 
sissippi, and part of Kentucky. 





Geo. D. Adair 


Mr. Adair, who has been associated 
with the electrical and communica- 
tions field for more than 25 years, was 
once associated with the Carter Elec- 
tric Company, of Atlanta. F'rom 1919 








HANDY-PACK CARTON TO 
INCREASE BULB SALES 


Sellers of light bulbs can look for- 
ward to a much greater unit of sale 
at no extra cost to them, either in 
money or in sales time, if light bulbs 
are offered in a “handy-5-pack” sim- 
ilar to one now being pretested for 
postwar use by Sylvania Electric Prod- 
ucts, Inc. 

This container capitalizes upon the 
housewife’s almost universal habit of 
buying eggs in shock-proof molded 
cartons. In addition to holding the 
bulbs safely and snugly, advantages 
for the consumer include convenience 
in carrying and in storing light bulbs 
at home. Breakage, it is expected will 
be materially reduced. Equally im- 
portant, such a “handy-pack” would 
cost the consumer nothing extra. 

To the retailer, the carton offers 
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It trades the unit 


many advantages. 
of sale up from one or two bulbs to 


five at a time. It encourages com- 
plete self-service on the part of the 
buyer. Lastly, it eliminates the need 
and cost for extra wrapping. 

If this design is adopted and of- 
fered on a national basis, plans will 
probably call for both a factory-packed 
carton and a carton that would be 
filled from light bulb bins by the 
buyer herself. ‘This flexibility in mer- 
chandising is an important feature: of 
the new device. 

Retailers who have seen this pack- 
age in its experimental form have 
hailed it as a revolutionary advance in 
light bulb merchandising, and recent 
Sylvania surveys of the light-bulb 
habits of 3,000 housewives suggest 
that they, too, will welcome its con- 
venience features. 





to 1942, he held various branches jy 
Atlanta, Nashville, and Memphis. In 
1942, Mr. Adair accepted a post with 
the electrical section of the WPB O¢ 
fice of Civilian Requirements. 


FLORIDA REPORTING 
THE ELECTRIC NEWS 


‘The Largo Electric Company of Lar 
go, Fla., has recently moved to larger 
quarters in the Ulmer Building at 103 
Bay Drive from its former location in 
the Belcher Building. ‘he extraordi- 
nary expansion of this firm, which is 
but several months old, is due to a need 
to make room for a larger workshop for 
repairs on electric appliances, and to 
obtain more space for display purposes, 

R. C. Fleming, the owner, now em- 
ploys two men for service and repair- 
work, while Mrs. Fleming is in charge 
of the office. 


I. B. Brant of the Florida Power 
Corporation, of St. Petersburg, is nurs 
ing a bruised hand due to the many 
congratulations he has received for the 
prize he won in the design of fluores- 
cent fixtures sponsored by the Sylvania 
Electric Products, Inc. 

The Florida Electric Supply Com 
pany, of ‘l'ampa, has recently opened a 
branch house at 2695 Roselle Street, 
Jacksonville. Sales and service are head- 
ed by W. G. Wood and Ned H. Mor- 
gan respectively. ‘The territory to be 
covered by the new branch will include 
West and Central Florida and South 
Georgia. 

‘Lhe Strickland Sales Company, of 
‘l'arpon Springs, recently installed a 
complete all-electric plant at their sales 
room on S. Pinellas Ave. for the pur- 
pose of recapping tires. ‘The depart- 
ment will be under the supervision of 
John Strickland. 

The second ship built in Tampa for 
civilian use since the beginning of the 
war slid down the ways of the ‘Tampa 
Marine Corps on May 2. It was an 85 
foot tug for the use of the Florida Pow- 
er Company, of St. Petersburg. It was 
christened the A. W. Higgins, named 
after the power company head. It was 
christened by Miss Irene Phillips, of 
St. Petersburg. The maid of honor was 
Miss Pauline Binns, of the same city. 

The A. W. Higgins is the largest tug 
in local waters. It is of all-steel welded 
construction, with Diesel motors. Its 
tonnage is 180. 

Roy A. Parker, of Bradenton, has 
remodeled his show room to get ready 
for the postwar trade. He is looking 
forward to the time when his two sons, 
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with the Army and Marine Corps, will 
return to cooperate in the large electri- 
cal construction and house-wiring ser- 
vice which he anticipates. He is now 
installing a complete service shop. ‘lhe 
newest in welders, lathes, drill presses, 
etc., will feature the new installations. 
He will add to his stock a complete line 
of major and traffic appliances. 

After 35 years in business in Braden- 
ton, he believes that his postwar busi 
ness will be “tops.” 

The Electric Shaver Repair Service 
in the La Plaza Building, St. Peters- 
burg, claims that it is in a “class by it- 
self” for it has no competitors in the 
field in St. Petersburg. It is the only 
shop in the city devoting itself exclu- 
sively to the repairing and recondition- 
ing of electric shavers. Since its found- 
ing two years ago, it has enjoyed 
continuous success. It is owned by 
Stanley Garrett May who claims that 
he is the “dean” of all men continously 
in the electric shaver repair business. 

Factory-trained at the Schick plant 
at Stamford, Connecticut, he in time 
became the service manager for the en- 
tire eastern district. He gave that up 
to enter business for himself in Phila- 
delphia where for nine years he devoted 
himself exclusively to the repair of all 
kinds of electric shavers. He then mov- 
ed to St. Petersburg. 


HEALTH-MOR BEGINS 
STORE TRAINING PROGRAM 


The first trial of a new, Health-Mor 
plan for training department store 
vacuum cleaner salesmen through ac- 
tual store sales demonstrations by fac- 
tory representatives has met with un- 
qualified success, according to Albert 


Ii. Kramer, vice-president of dTealth- 
Mor, Inc., manufacturers of |ilter 
Queen vacuum cleaners. A test of the 
plan, made at Block’s, prominent In- 
dianapolis department store, produc- 
ed Filter Queen vacuum cleaner ad- 
vance orders in excess of $10,000, over 
a ten day period from May 9th to 
May 19th. 

Health-Mor representatives, work- 
ing with the Block management, ar- 
ranged for a suitable demonstration 
location, supporting newspaper adver- 
tising and promotional material. 
Health-Mor factory demonstrators 
then took over and instructed store 
salesmen, by floor demonstration, in 
actual selling procedure. 

Results of this type of factory rep- 
resentative training for retail store per- 
sonnel have proved so spectacular 
wherever tried, according to Mr. Kra- 
mer, that Health-Mor expects to ex- 
pand this service as rapidly as possible 
under present conditions, eventually 
making it available to any Filter 
Qucen retail outlet at short notice. 


FIRST KNOXVILLE GI 
HOME ALL-ELECTRIC 


An indication of the electrical trend 
in the South was revealed in a recent 
ad of the Knoxville Electric Power and 
Water Board stating that the first GI 
home in Knoxville will be all-electric 

The ad pictured Mr. and Mrs. Ern- 
est ‘Todd with the deed to their new 
home, just purchased under govern- 
ment provisions for World War II ex- 
servicemen. 

The ad explained: 

“When Ernest Todd bought his 
home at 2533 Lawson Street he became 
the very first of the returning service- 





Manufacturer of Filter Queens begins training of demonstrators. 
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men to buy a house using the GI plan 
in Knoxville. Mr. Todd, recently re- 
turned from the Navy, says: “Believe 
me, there’s no place like home to a Gl 
—and we plan to make it a perfect home 
when we get our electric range, electric 
refrigerator, electric water heater, 
clectric dishwasher and electric sink 
disposal.” 

A letter from Mrs. Todd to Miss 
’rances Wylie, the board’s home ser- 
vice director, was also reproduced, in 
which she said: 

“Ernest and I thoroughly talked it 
over and have agreed on the furnish- 
ings for our new home. We both felt 
that electric appliances would be the 
best investment from every point of 
view. 

“We've been looking forward to our 
new home, and now we can hardly wait 
until we make it all-electric—particu- 
iarly the electric range and water 
heater.” 


70-Mile Life Raft Searchlight 

Rubber life rafts are equipped with 
searchlights, the size of a walnut, that 
can send a 1,500 candle-power beam 
for 70 miles. 
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by the Leader in Insulation 


Motor manufacture:s have come to the realization that the speci 
cation “Completely Insulated by Irvington” means longer mot¢ 
life with less chances of electrical failures. Basic to this is the fa 
that every Irvington insulation has been formulated to produc 
definite and outstanding characteristics — resistances to the agen 
4 of motor destruction — heat, corrosive fumes, excessive mois 

IRVINGTON PRODUCTS include: etc. Insulations have been designed for regular and unusual mot 
Core Plate, F inishing and sg needs — matched to work with each other for blended, smoa 
see Gacsnaaiaies danas rn d acting motor performance — to produce long-lasting and depen 
Silk © Varnished Papers ¢ Insulating able motors. From this one source, Irvington, you can obte 
Punchings ¢ Fibron Plastic Tapes insulations not only for motors but for all other electrical eq 

e Cardolite Compounds ment as well. Each and every product is kept to Irvington’s hi 
standards by strict laboratory and production control. We of 
our cooperation and invite your inquiries. Write Department 4 


sie Wong 

(3) IRVINGTO 

“sim VARNISH & INSULATOR COMPA 
Irvington 11, New Jersey, U. 5S. A. 



































—— 


MINIATURE KITCHEN UNITS 
GUIDE PROSPECTIVE BUYERS 


Postwar distribution plans of the 
’ American Central Manufacturing Cor- 

poration, Connersville, Indiana, in- 

clude a new sales help to the dealer in 
- the form of a “Plan-A-Kit’’—an adjust- 

able, easily operated board upon which 
_ the customer’s kitchen layout can be 
reproduced to scale in a matter of 
minutes. 

Miniature units representing the 

complete American Central line of 
| steel sinks, wall and base cabinets, to 
the scale of one inch to the foot, per- 
{mit the dealer to create before the 
| customer’s very eyes an accurate lay- 
_ out of her finished kitchen. 
| First setting the outline measure- 
‘ments on the board to the kitchen 
‘dimensions required, the salesman 
locates windows and doors by _insert- 
ing plastic models of these openings. 
‘A sink panel of the proper size is then 
jlocated beneath thé window as a first 
(step in planning the kitchen. Replicas 
‘of refrigerator and stove are set in 
place, and the intervening spaces are 
filled with similarly “tailored” base 
and wall cabinet units. 

Proper step-saving is taken into con- 
sideration in the arrangement of maj- 
‘or appliance and utility cabinets. 
Corner wall cabinets make it a simple 
(matter to carry wall storage space a- 
jround the sides of the room in a 
;smooth, unbroken line. Upon com- 
| letion of the layout, a final floor plan 
ran be supplied the customer by in- 
serting a prepared shect of paper un- 
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der the proposed kitchen arrangement 
and outlining the sink and cabinet 
units in their correct position. 

Several possible arrangements can 
be studied by the customer in this 
way, as an aid in making her decisions, 
and as goals for supplementary pur- 
chases if her budget does not permit 
immediate installation of all the kit- 
chen equipment desired. 


PLANS CARRIED OUT FOR 
NEW S. W. SERVICE CO. 


Organization plans are being car- 
ried out for the formation of a new 
firm to be known as the Southwestern 
Electric Service Company to serve res- 
idents of Jacksonville, Marlin, Mexia 
and surrounding sections in Texas. 

The company will pay the SEC a 
base price of $4,346,858 for the prop- 
erties through issuance of $2,375,000 
first mortgage bonds, due in 1975; 
§500 shares of $100 par value cumu- 
lative preferred stock; and 128,935 
shares of common stock with a par 
value of $1.00 

Southwestern Electric has asked 
SEC to grant it exemption from com- 
petitive bidding. The bonds and pre- 
ferred stock are to be offered to the 
public or institutional investors and 
the common to the holdovers of 
Southwestern Public Service com- 
mon stock at the rate of one share 
of common in the new com- 
pany to each five shares held. 
Southwestern Public Service 
would deposit $4,000,000 of the pro- 
ceeds thus acquired under the inden- 
ture securing its first mortgage bonds. 





FAN PRODUCTION STARTS 
AT WESTINGHOUSE 


The first electric fans for civilian 
use manufactured by the company 
since May, 1942, are coming off the 
assembly lines of the East Springfield, 
Mass., plant of the Westinghouse 
Electric Corporation, it was announc- 
ed by J. R. Weaver, works manager. 
Civilian sale, however, is restricted 
entirely to hospitals, with plants and 
other essential uses. 

‘The fans now in production at the 
Electric Appliance Division, Mr. 
Weaver said, are a part of the 
fan program authorized for civilian 
purposes by the ‘War Production 
Board. 

The company is making two mod- 
els, Walter B. Massenburg, manager 
of the fan department, said. Both are 
oscillating fans for desk or bracket use, 
and both are the same design as were 
made before the war. Of the total 
number of fans assigned Westinghouse 
Company for production to date,16,- 
000 are the 16-inch size, and 4,900 
are 12-inch models. 


MARYLAND COMPANY 
GETS NEW GENERATOR 


A new 7,500 kilowatt generator, 
nearing completion at the Vienna, 
Md., plant of the Eastern Shore Pub- 
lic Service Co., of Maryland, will in- 
crease electric production on the Del- 
marva peninsula approximately 40 
per cent, Lewis Payne, president of 
the company announced recently. 

The expansion of the plant was de- 
scribed as the first step in a $6,000,- 
000 postwar program to be carried out 
throughout the Delmarva peninsula 
during the next five years. 

Included in the expansion are in- 
creases in the capacity of transmission 
lines, as well as the installation of new 
lines. 


ELECTRICAL PATENTS 
ISSUED AT RICHMOND 
Electrical patents being issued at 
the Richmond patent office foretell 
the things to come to the postwar ap- 
pliance dealer. ‘The last week in May 
patents were granted for a mattress 
for treating human body ailments by 
heat therapy; a design for a luminous 
light switch shield; a combined tele- 
phone desk stand and hand set. 


OFFICERS FOR ELECTRICAL 
LEAGUE OF RICHMOND 

New officers for the Electrical 
League of Richmond are A. B. Schad, 
president; A. ‘I’. Hove, C. & P. Tele- 
phone Company, vice-president; M. 
D. Tetterton, Virginia Electric & 
Power Company, treasurer, and Wal- 
ter C. Cottrell, secretary. 
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Looking into the postwar fu- 
ture, Bendix announces one 
of the most thorough and 
modern training programs in 
the industry! 


A COMPLETE COURSE 
in Bendix Automatic Home 
Laundry selling to enable 
key retail salesmen to be 
trained quickly by visual 
methods—so that they may 
return to their distributor 
and dealer territories, and 
train others by the same 
tested methods. 


EVERY PHASE of Ben- 
dix selling will be covered by 
thelatestmethods, developed 
and proved by the Army, in 
its mass training programs: 
through demonstration, 
illustrated chart presenta- 
tions, dramatized sales skits, 
sound slide films, chalk talks 
and actual student practice. 


* YOU PROFIT through 
the acquisition of new, yet 
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Training thousands of new retail salesmen 
quickly, thoroughly...speedily making them 
capable salesmen for BENDIX dealers... 


thoroughly trained sales per- 
sonnel. Men who have had 
little or no sales experience 
can readily sell the famous 
Bendix Automatic Home 
Laundry after passing this 
complete training course. 


NOT ONLY SALES 
TECHNIQUE, but the 
story behind Bendix, the 
market for ‘“‘washers,”’ the 
chemistry of washing, manu- 
facture, home service, ad- 
vertising and merchandising, 
are covered in the Bendix 
sales program. It is com- 
plete in every respect— 
tested, streamlined, PER- 
FECTED TO TRAIN A 
MAXIMUM OF PEO- 
PLEIN A MINIMUM 
OF TIME—with com- 
plete Army principles - 
and thoroughness. 


Full details will be 
available soon...through 
your distributor. 












Bendix Home Appliances, Inc., South Bend, Indiana, 
Pioneers and Perfectors of the Automatic “Washer.” 


QUICK FACTS ABOUT 
THE BENDIX PROGRA 












. - . Thousands of men will be trained t¢ 
sell Bendix throughout the country. Dis) 
tributor's Bendix sales managers. Dis 
tributor's Bendix wholesale men. Dealer¢ 
Dealer's Salesmen. Utility Salespeople 
Department store salespeople. 









. .. The Bendix Sales Program will pra 
vide every proved selling device: Visuc 
training charts. Slide films. Training book 
lets. Demonstration charts. Presentatio 
books. Regular bulletin service. 































... Training Distributor's exclusive Bend 
specialists at the factory. Dealer's utili 
and department store personnel in 
field. Continuous “refresher” courses, 
the field. 


. « . The Bendix Soles Training Progra 
will start soon (Distributors will notify yo 


... To make the people who sell the B 
dix Automatic Home Laundry the & 
equipped and hardest selling army 
salesmen, in the entire home applia 
fleld. 









PERSONAL NOTES 


About Men You Know 





W. H. Robinson, Jr., has just been 


named manager of G. FE. Lamp De- 


partment’s advertising division with 


headquarters at Nela Park, Cleveland. 


In his new position, Robinson will 


| serve as successor to the late H. Free- 
| man Barnes who directed G-E’s lamp 


| 


| promotion and advertising activities. 


Robinson, in his early forties, has a 
twenty-year background of lamp and 


|. lighting experience. His business ca- 
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W. H. Robinson, Jr. 


‘reer is highlighted by a succession of 


| advancements to a variety of positions 


he has held coast to coast with Gen- 
eral Electric. 

A native of Boston, he received his 
early schooling in suburban Somer- 


' ville, Mass. He attended Massachus- 


etts Institute of ‘Technology where he 
received his Bachelor and Master of 


' Science degrees. 


He joined the street lighting divi- 
sion of General Electric at Lynn, 
Mass. in 1925. He engaged in special 


_ lighting sales work for G. E., in the 
) period between 1925 and 1935, at 
Schenectady, in New York, in Chica- 


go, and at Los Angeles. 
In 1935, Robinson was appointed 
Histrict engineer for G. E. Lamp De- 


; partment’s South Pacific sales district 


at Los Angeles. In the following year 
1€ was made supervisor of Hollywood 
studio lighting and lamp sales. 

In 1939, Robinson was advanced to 
the post of assistant manager of the 
South Pacific sales district. Transfer- 
red to Nela Park headquarters in 


#942, Robinson was put in charge of 





| 

/ctivities in the lamp department’s 
| var program of conversion from lamp 
| naking to electronic tube production 





for radar and other military needs. In 
May of this year, he was named sales 
manager of electric discharge lamps. 


* 


S. F. Duggan has been appointed 
to the post of general sales manager 
of the Deepfreeze Division of Motor 
Products Corporation, according to an 
announcement recently made by G. 
H. Smith, vice-president and general 
manager of Deepfreeze. 

In his new position, Mr. Duggan 
will be charged with responsibility for 
the direction of sales of both Deep- 
freeze home freezers and Deepfreeze 
Industrial chilling equipment. 

Coming to Deepfreeze from the 
C. & D. Distributing Co. of Charles- 
ton, South Carolina, where he was an 
active partner in that appliance en- 
terprise, Mr. Duggan is intimately 
acquainted with all phases -of appli- 
ance merchandising. Prior to this con- 
nection, he was manager of the Re- 
frigeration Division of Edison G. E. 
Appliance Co., Inc. A graduate of 
Georgia ‘Tech’s School of Business 
Administration, Mr. Duggan brings to 
Deepfreeze an experience of over 
16 years in the home appliance busi- 
ness. 

* ox x 


Frank R. Pierce, former sales man- 
ager for the Frigidaire Division of 
General Motors, has been elected a 
vice-president of the corporation by 
the board of directors. 

Mr. Pierce served with Frigidaire 
products for a number of years, be- 
ginning in 1921 when he became as- 
sociated with the J. J. Pocock, Inc., 





Frank R. Pierce 





Philadelphia, distributor for I'rigid- 
aire. He was with that firm for eleven 
years as stenographer, salesman, sales 
supervisor, sales manager, educational 
manager and general sales manager. 

In 1932 he joined the Frigidaire 
Division as manager of household 
sales, later becoming sales manager. 
In 1939 he became general sales man- 
ager of the Kelvinator Division of the 
Nash-Kelvinator Corporation and in 
1941 was named vice-president in 
charge of both refrigerator and auto- 
mobile for that company. 

He rejoined General Motors as 
manager of the Detroit office of Pub- 
lic Relations Department in July, 
1944 and was assigned to the person- 
nel staff in June, 1944. 


* * * 


Election of Ellis L. Spray by the 
board of directors as a vice-president 
of the Westinghouse Electric and 


Manufacturing Company in charge of 
elevator and air conditioning activ- 
ities of the company at Jersey City, 
New Jersey, has been announced by 
A. W. Robertson, chairman. 

At the same time, Mr. Robertson 
the 


announced that Westinghouse 





E. L. Spray 


Electric Elevator Company is being 
dissolved as a corporate entity, and 
that activities formerly handled by the 
Elevator Company, which was a 
wholly-owned subsidiary of the West- 
inghouse Electric and Manufacturing 
Company, will continue as the Eleva- 
tor and Air Conditioning Divisions of 
Westinghouse. 

Until election to his new post, Mr. 
Spray had been vice-president and 
general manager of the Elevator Com- 
pany. He began his career with West- 
inghouse in 1918 as an electrician’s 
helper in the company’s East Pitts- 
burgh Works. He became works man- 
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IN OVER 80 PRINCIPAL CITIES 
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FOR YOUR PLANT 
es 


For ventilating essential plant operations, Graybar can supply 
everything you need — from wall fans to large centrifugal types. 
A Graybar Man in your area is ready to give you or your contractor 
experienced aid in applying them to remove stale air, fumes, dust, or 


& excess heat from a single room — or to ventilate an entire buildiny. 


For products requiring built-in air circulation, Graybar can 
ly suitable ventilating apparatus and components. Check with 

ar for motors, switches, controllers, wire and cable, and all 
electrical needs. Graybar Electric Company, Graybar 

York 17, N. Y. 4534 

















 CHROMALOX 


Ty, 


EASY 10 eet ON ANY Lot 
| AND SIZE ELECTRIC RANGE 


' “ROMALOX Range Units with Snap-on Adaptor 
ngs FIT ALL RANGES: No adjustments are 


/ 





| (cessary. Minimum of manpower, time and tools 
Seded for servicing. CHROMALOX 
sure your customers perfect fit in any range designed for 


ning. Give them CHROMALOX and win their FASTER, BETTER Cooking 


| pring goodwill. 

Cutaway of Inconel sheathed 
tube shows the exclusive 
CHROMALOX design which 
gives maximum contact cook- 


Famous CHROMALOX Tubulars will be avail- 
able as soon as their vital materials are 
released from war-work. Meanwhile— 
CHROMALOX Superspeed and Heatflo units 


unor 


ic ; 
1 for all ranges are available now. ing surface. 
B. Rogers, 1000 Peachtree St., N.E., Atlante, Ga. dein Wa 
| R. Ward Co., 403 Southland ‘Building Annex, Dallas 1, Texas; Ee %. tegand Co. 
|} 932 M & M Building, Houston 2, Texas 7600 Thomas Bivd. 


R. Phillips, P.O. Box 2561, Raleigh, N.C. 


[59 new ranges and for replacement eee ee 





| means hits anki nce 








ager at the Westinghouse Mansfield, 
Ohio, plant in 1922 and was ap- 
pointed works manager at Jersey City 
in 1929. 


x * 


Dean Spencer, who has been identi- 
fied with the Norge line of household 
appliances for the last 14 years, has 
been appointed southeast regional 
manager of the Norge division of 
Borg-Warner Corp. and will have his 
headquarters in Atlanta, Ga., it was 
announced by M. G. O’Harra, vice- 
president and general sales manager. 

Spencer has been field service sup- 
crintendent since 1942 and was in 
charge of service operations in New 
York and Chicago. His first afhliation 
with the line was in 1931 when he 
joined the Norge distributor in Okla- 
homa City, Okla., to work in the dis- 





Dean Spencer 


tributor’s department. In 1939, he en 
tered the employ of Norge as ficld 
service representative, in which posi- 
tion he travelled extensively and be- 
came well known to southeastern dis- 
tributors and dealers as well as others 
throughout the nation. He served as 
washer specialist just before the war. 
As regional manager he will be re- 
sponsible for Norge distribution in 
territories of Charlotte, N. C., 
Charleston, S. C., Atlanta, Ga., Jack- 
sonville, Fla., and Johnson City, Chat: 
tanooga and Knoxville, ‘Tenn. 


a mK * 


L. L. Ferree, former president, gen- 
cral manager and a director of the 
Gulf Public Service Co., Inc., with 
gencral offices in New Iberia, has re- 
signed as of June 1, and has retired 
from active service. Mr. Ferree has liv- 
ed in New Iberia for the past fifteen 
years and was identified with this 
company during that time. 

The retiring head of the firm will 
be succeeded by C. J. Schexnayder, 
who assumes thé title of general man- 
ager and vice-president. Mr. Schex- 
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BULLDOG 
INDUSTRIAL TROL-E-DUCT 


Moves the Power 


with the Load 


When power is needed for portable tools, it’s 
there — right overhead. And it moves right along 
with the job. 


BullDog Industrial Trol-E-Duct saves you 
money — does away with expensive installations 
of fixed wiring and the dangers of long, trailing 
cables. Completely enclosed, it guards your work- 
ers against accidental contact with “live” parts. 


This safety feature also makes it an ideal elec- 
tric feeder for Cranes and Hoists. 


Industrial Trol-E-Duct gives you a flexible 
system — sections can be added any time you 
want to expand or change your shop set-up. And 
the whole system can easily be moved anywhere 
in your plant. It is 100% salvable, too — nothing 
to scrap. 

Single Phase or Three Phase, AC or DC — 575 
Volts or Less. 

For nearly half a century, we have been 
“pacemakers” in electrical distribution systems. 
We invite you to consult expert BullDog field 
engineers about the power pzoblems in your 
plant. Or write us for descriptive folders. 


BUY WAR BONDS 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 
Field Engineering 
Box 177, R. Pk. Annex { A ; —- 
Detroit 32, Michigan 4 G — in All Principal 


Also Manufacturers of Vacu-Break Safety Switches — SafToFuse 
Panelboards—Switchboards—Circuit Master Breakers—BUStribution 
Duct, for “plug-in’’ power—Universal Trol-E-Duct, for flexible 
lighting. 
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nayder is a native of New Iberia and 
has been associated with Gulf Public 
Service since 1926. 

Mr. Ferree has been associated with 
utility companies since 1902, having 
been connected with the Newport 
Electric Co.; Portang Electric Co., of 
Harrisburg, ‘Pa.; Harrisburg Light & 
Power Co.; Salem Electric Co., of 
Salem, Ohio; and Georgia-Alabama 
Power Co. Latcr in 1925 he was made 
general manager of the Southwestern 
Public Service Co., with headquarters 
in Amarillo, Texas, which position he 
held until he was transferred to New 
Iberia, June 1, 1930, as general man- 
ager and director. In 1942 he was 
made president of the Gulf Public 
Service Co. 

* oe 


Robert M. Oliver, vice-president in 
charge of sales for the Proctor Electric 
Company of Philadelphia, manufac- 
turer of the Neverlift iron, announces 
the appointment of Walter H. Kelly 
as Baltimore District manager. Mr. 
Kelly's territory consists of Maryland, 


< 53 
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Walter H. Kelly 


District of Columbia, Virginia and 
the eastern half of North Carolina. 

For seven years prior to the war 
Mr. Kelly was associated with the re- 
tail appliance field, but after Pearl 
Harbor he joined the armed forces of 
the United States Coast Guard and 
served two years in the cutter service. 
Mr. Kelly will work under Major Os- 
wald MacCarthy recently appointed 
Eastern sales manager for the com- 
pany. 


é only 


sents thé 
Simplicity itself! 


x x xe 


BALL BEARINGS 
pr 


The section in red ¥é 


H. E. (Ervin) Cole, Jr., has been 
appointed field engineer and repre- 
sentative for the National Electric 
Products Corporation, according to 
announcement by W. E. Henry, Jr., 
southeastern district manager, of At- 
lanta, Ga. Mr. Cole is a graduate of 
the State College of North Carolina, 


moving part of the Federal Noark Mag- 


netic Motor Starter. 
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DOLPH Research and Testing 
Facilities Include Equipment to 
Determine Power Factor and 
Dielectric Constant of 
Insulating Varnish. 


Data on dielectric constant and power factor of 
insulating varnish and insulating materials has 
long been of importance in the electrical field. 
Realizing this, the JOHN C. DOLPH COMPANY 
installed a Leeds and Northrup high voltage 
modified Schering Bridge. This measuring equip- 
ment is noted for its high degree of precision 
and is designed primarily for use on frequency 
of sixty cycles. The power factor of the speci- 
men is read directly at this frequency on most 
materials. Operation can be effected up to a 
maximum voltage of 10 K.V. 

Determination of dielectric constant and power 
factor is obtained while the specimen is under a 
voltage stress, thereby simulating actual operat- 
ing conditions. This data is obtained with the 
highest possible degree of accuracy by the use of 
cuard electrodes. (See Illustration.) 








TWO PURPOSES SERVED 
Production Check Any variations in 
quality due to improper processing of the var- 
nish or variations in the raw materials used in 
formulations, can usually be detected through 





dielectric measurements. 
Further Research Today, electrical 
manufacturers are seeking pertinent information 
on the electrical characteristics of insulating var- 
nish films. We. of the JOHN C. DOLPH COM- 
y PANY, are now in a position to handle requests 
(Inset) Test specimen, eo is “es > make is service avail; p 
honing woo OF goad " & of this nature and we make this service available 
electrode. to vou without any obligation on your part. Send 
us vour inquiries and we will be glad to furnish 








you with the desired information, 


JOHN C. leaeou COMPANY 


168 EMMETT STREET + NEWARK 5, N. J. 
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e MONARCH 


SUPPORTING 
BRIDGE 


a Note how this Monarch 

= construction prevents the fibre 

bar from coming in direct contact 

with the screw connecting renewal link 

to knife blade. This minimizes the charring 

of the fibre bar and positively prevents exces- 

sive overheating of knife blades. Note also large 

metal parts which dissipate heat. Result: dependable 
protection. 





“Look No. 1” illustrates this construction in a 
lighter-duty Monarch knife-blade fuse and 
“Look No. 2” shows adaptation of this 
principle in a heavy-duty model. 







































W. E. Henry, Jr. 


at Raleigh. He was associated with th 
General Electric Supply Corporatig 


at Raleigh, Norfolk, and Charlotte 
In his work with National Electr 
Products Corporation he will cov 
the states of North and South Ca 
lina and Eastern Tennessee. 





H. E. Cole, Jr. 


National Electric Products - 
oration now has four field engines 
representatives in the southeastem di 
trict. The others and the territory the 
cover are: L. A. Roach, Virginia an 
Eastern North Carolina; H. H. Mill 
gan, Florida; and H. H. Holt, Geor 


ia. 
6 * * * 

H. M. Lupton, Jr., formerly act 
in New York advertising agencies, 
president of Lupton, Reed and C0. 
Inc., advertising and marketing cou 







for a number of years in the branche 
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selors, has been appointed advertisit 
manager of the Electric Power Beat 


of Chattanooga. ; 
* * & 


E. Jack Hogsed, who recently }"% 
ed the W. Bert McDonough orga!’ 
zation, Atlanta, Ga., as a represent 
tive, has established his headquartt} 
in Birmingham, Ala. 

The McDonough organization 5 
manufacturer's agency selling to hat 
ware, electrical, mill supply and au" 





motive jobbers. 
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New Electrical Books 








Electrical Power in 
Marine Service 


By J. M. Dobbs. Published by 
McGraw-Hill Book Co., Inc., 330 
W. 42nd St., New York, N. Y. 
458 pages, illustrated. Price $4.00. 


This volume, number two of the 
“Marine Electricians’ Library,” covers 
machines and devices involved in the 
generation and distribution of electri- 
cal power in shipyards and aboard 
ships. The size and limitations of the 
electrical machine are discussed, with 
emphasis on the importance of the 
air gap in all electrical mechanical 
machines. This book covers a-c and 
de generators, their characteristics, 
the d-c commutator and the phenom- 
enon of commutation in general, the 
switchboard, its operation and man- 
agement, and parallel operation of di- 
rect- and alternating-current generat- 
ors. 


Power System Stability 


By Selden B. Crary. Published by 
John Wiley & Sons, Ine., 440 
Fourth Avenue, New York 16, N. Y. 
291 pages, illustrated. Price $4.00. 


This is the first of two volumes pro- 
viding the fundamental theory under- 
lying maintenance of continuous elec- 
tric power under normal and abnor- 
mal operating conditions. 

Two volumes have been written to 
bring to engineers, and the designers 
of power apparatus, the modern theo- 
tv of stability with data and applica- 
tions of power system design and op- 
eration. 

This first volume includes discus- 
sions of such fundamental subjects as 
power flow, synchonous machine pow- 
er angle characteristics, stability lim- 
its, composite systems, equivalent re- 
actance of synchronous machines, long 
distance power transmission, system 
design and related subjects. 

Volume II, now in. preparation, 
will provide the essential theory un- 
derlying Transient Stability and_ its 
relation to system design. Together 
these two volumes will furnish up-to- 
date information and accurate refer- 
ence data for operator and designer 
when confronted with major or minor 
power system problems. 





Color Television in 194] 


Color television first was put on the 





air in 1941 from the New York sky- 
scraper, the Empire State building. 
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What to use... 


for convenience, economy, 
efficiency . . . in the in- 
stallation of modern light- 


ing systems, whether in- @Soe 


candescent, fluorescent or 
newly developed 
light sources are 
specified. 


mit ee |p 
= 


wi 


Diagrammatic drawing 
shows the fittings used in 
this type of installation and 
emphasizes the interconnect- 
ability between the different 
sizes of raceway, which is 
an important feature of 
Wiremold. By using the vari- 
ous sizes of Wiremold race- 
ways, interconnecting with 
each other and with existing 
wiring installed in the build- 
ing, it is possible to plan a 
complete wiring layout from 
panelboxes to outlets with 
maximum economy in mate- 
rial and in time of installa- 
tion. Write to The Wiremold 
Company, Hartford 10, 
Conn., for a copy of the 
Wiremold Catalog and Wir- 
ing Guide #16A and Engi- 
neering Data Sheets cover- 
ing this type of installation. 


many Pili 


&) know your WIiREGMOLD << 
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WiremorD 


curface 
METAL RACEWAYS 


A complete series of basic sur- 
face raceway wiring systems... 
each with its own range of in- 
stallation fittings . . . intercon- 
nectable one with another and 
with already instalied wiring. 







































In this photograph is shown a 
typical use of Wiremold 2100 
and 700 raceways with their in- 
stallation fittings in wiring a 
building of mill type construc- 
tion for fluorescent lighting 
units. Note the wide adaptabil- 
ity of Wiremold in handling a 
difficult ceiling installation and 
the convenient arrangement of 
switch controls on the build- 
ing columns. 
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THE WIREMOLD COMPANY 


HARTFORD 10, CONN. 


ELECTRICAL CONTRACTORS... 


Business publications like these, 

f with aggregate circulation of 
Sie) over 240,000 monthly 
among your prospects and 
customers, carty Wiremold 
advertising messages de- 
signed to HELP YOU 
BUILD BUSINESS. Tie in 
with this aggressive pro- 
motion program. 


EDs 
\~ 


BUSINESS BUILDER IN TOMORROW'S MARKET FOR ADEQUATE WIRING  \ 
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and MATERIALS Ch 
Ee RES as 
ELECTRESTEEM STERILIZER ty of design. Satinol finished contrast- ood 


* __ ing glass panels add to the beauty of 
Mother's problem of baby bottle design and are easily removable for 


a “a rr Gee ge Sr maintenance. Lighting is controlled; 

amo oe ” - pre yg tose maintenance is simple; mounting is 

Mi en awe, « etrort, flexible, and they may be individual, 

sa ar continuous, direct ceiling or suspen- 
[he firm presents a modernly de- |; : 

: aa : , sion mounted. 

signed sterilizer which holds a 24 

hour supply of milk bottles, an orange 

juice and one water bottle. Of plastic BURKE TERMINAL BLOCKS 





met 



























in the COMPLETE line 


You'll see ALL good types of 
terminals in the Penn-Union 
Catalog. Shown aboveis the EZ; 
below are a few pictures giving 
an idea of the wide variety: 

OE Ne eT a A new booklet is available from the 
T. B. Burke Electric Company, Ene, 
Pa., describing 10 styles of Controlead 
terminal blocks. Originally developed 
for central station and substation con- 
trol cable connections, these are now 
widely used as junction points in any 
control wiring installation. ‘The book- § cum 
let includes listings of styles, cross  blad 





and Solder 
Terminals 


























} : ; ; 
{ section views, dimensions and prices. mer 
quic 
i long 
t all § 
bt po ~at ie a | I 
aime pees 
and aluminum, the sterilizer features | ——— HE Fst 
Electresteem’s patented heating ele- | ———— PE eed stan 
i i “4 Carbon Product mak 
ment which automatically turns off ar roducts ——__-} | 
Sheet Metal the electricity when the bottles are | ———— ——_ ty ¥ 
‘erminals = torilige i l eve : ——— eed  ) Mr: 
Fees sterilized without ‘ear of burning or — | 
of Types scorching. — 
The Electresteem sterilizer can be Saeeeet Pet 
: ar ee ee —— } cons 
immersed and rinsed in hot water, ——}} 
washed with soap or soap powder aes oe 
: : —— 8 en 
without danger of damaging the pat- _— 
a — that 
ented foolproof heating element. ly 
a and 
—— shut 
Also Tees, Taps, Straight Connectors, PERMAFLECTOR LUMINAIRE pees! 
Grounding Clamps, etc., etc., thou- nienieincamenenmiiemal unas. 
onde cs nome. And every one is vio ieee ee 
ependable, mechanically and electri- § The Pi . < ; « 
ag oor gy Regine The Pittsburgh Reflector Company, M hes 
first ee Oliver Building, Pittsburgh re Penn- u ] ex rus CUR 
2 ANDERS 
315 Walton Bldg. ATLANTA, GA. sylvania, announces the A-3440 Perm- . \ 
WALTER J. HUEMMER aflon sci sas Thi d 
oe tke a ee aflector fluorescent luminaire. ‘This Give ed 
Warehouse Bldg. DALLAS, TEXAS luminaire is one of several currently : ie 
NN- ECTRIC . . . : 
CORPORATION being announced in the A series of — —— fasta 
Erie, Pa. units. This shielded type 4-40 watt onger ite ‘ 
Less Commutator Wear stalla 








fluorescent luminaire is a combina- : Curt 
tion of enginecred lighting with beau- That Extra Demand Required art 


Better All Around Performance St, ( 
KEEP THE BONDS You BUY}. [th 


to ill 
HELWIG COMPANY 


2544 NORTH 30th ST., MILWAUKEE 10, WIS 
Southern Offices: 
323 Northwest Second St., 
Oklahoma City 2, ee 
. - te ——— 3000 Block McKinney, Houston 3, — 
Conductor Fittings gn ? 1913 Washington Avenue, St. Louis 3, Miss 
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CHELSEA COMFORT COOLERS 














A comfort cooler fan designed 


va 
especially for homes, churches, 
schools, hotels and hospitals, and 
available in two types, is described in 
ae 






“INSIDE” 
INFORMATION ABOUT 


ROVAL-NOARK 


~ 







Bulletin No. 801-B, issued by the 
Chelsea Fan & Blower Company, 
Irvington, New Jersey. 

Among the outstanding features of 
the comfort cooler are: new streamline 
venturi orifice, greater volume; certi- 
itrast- | fed ratings, as per the ASH&VE 
ity of | method; efficient fan duty motors, low 
le for : 
‘olled; 
ng is 
‘idual, 
ispen- 






































m the 
Ene, 
rolead 
sloped 
1 con- 
> now 
n any 
book- § current consumption; die stamped 
cross { blades, precision balance and _align- 
rices, ment; moving parts rubber cushioned, 
quietness; ball bearing on fan shaft, 
long life and little attention; faultless 
all steel construction, stability. 

Type ED comfort cooler is built in 
a self-supporting frame, making in- 
stallation easy. Frame and orifice are 
stamped out of one sheet of steel 
making a rigid sturdy unit, yet light 
in weight. Fans are shipped complete- 
ly assembled with motors detached. . ‘ 

Type EU package unit is a com- ‘* "a 
plete comfort cooling installation. It a 5 | 
consists of an ED type fan in a square 





} “Grid” link replaces multiple 
housing, plenum chamber, canvas They stay cooler ral give links 


boot, electric control with fuse link 
2 Cross-bar anchors link and 


that turns off motor in case of fire, greater protection to bled 
ade 


and an automatically closing ceiling 


WWVVELVVVTEELIVT VEL TTT 


shutter. Plenum chamber is shipped 
eee Yel : H H 1 3 Flow-solder contact merges 
unassembled. Vi t a | e q Ul 9 men t H sik. ceed tated tune: ete as 
he: cU j ment 
ow SEeeae Coe writs TODAY FOR NEW CATALOG — ‘Stud riveted into cross-bar 


A new type fluorescent unit which 
1s an industrial unit and can also be 
used as an exposed troffer in certain 
lactory office and drafting room in- 
stallations has been announced by 
Curtis Lighting, Inc., 6135 West 65th 
St, Chicago 38, IIL. 

The primary purpose of this unit is ; ——_ ae 
to illuminate areas where long, con- noi WIRE * CORD SETS * CARTRIDGE and 
PLUG FUSES * FUSTATS * TROUBLE 
LIGHTS * CHRISTMAS LIGHTING SETS 


ELECTRIC CO., Inc., PAWTUCKET, R. I. 





locks all parts into single, firm 
unit 






5 Rigid girder assembly cannot 
turn, twist, or loosen 







ed 
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300 Series 





800 Series 

























Mr. Tops, the Paragon 
symbol of quality 





ae 


Paragon time switches 
and industrial timers 
win friends and satisfy 
customers. They insure 
top quality installa- 
tions. Use them on your 
next job. 


Only $13.00 List 


300 Series self-lubricating 
time switches are accur- 
ate and durable for con- 
trolling stokers, oil burn- 
ers, blowers, pumps, 
valves, air conditioning, 
etc. America’s leading 
time switch value. 


Time Delay Relays 

The time cycle of Paragon 
synchronous motor oper- 
ated, instantaneous reset, 
type relays is unaffected 
by vibration or changes in 
ambient temperature. For 
motor and tube protection. 


| 7-Day Time Switches 


. . . are designed for pre- 
setting heating or ventilat- 
ing schedules on a weekly 
basis with independent 
daily operations. 


Manvally Preset Timers 
The 2500 series is designed 
to close or open a circuit 
at the end of a preset in- 
terval, such as attic fan 
control. 

Send for complete bulle- 
tin. All these units are de- 
signed and built by a 
pioneer in the automatic 
timing field. 


PARAGON ELECTRIC CO. 
713 OLD COLONY BUILDING 
CHICAGO 5, ILLINOIS 
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tinuous lines are to be used as over 
benches where precision work is to be 
done. It is available with or without 
louvers. The louver is exceptionally 
practical and of substantial all steel 
construction and provides 25° cross- 
wise and 15° . lengthwise shielding. 
The louvers are supported at four 
points and may be swung down for 
maintenance. These units can be 
hung individually or in continuous 
lines by means of chain, conduit or 
cable. 

This new unit is 48 inches long, 
11% inches wide and 7% inches high 
to top of ballast. It is wired for 110- 
125 volts a-c, but can be furnished 
for 220-250 volts on request. 


CORY SALES CAMPAIGN 


Powerful promotion of iced coffee 
will feature this summer’s advertising 
of the Cory Glass Coffee Brewer Co., 
with full color advertisements appear- 
ing in leading general service and wo- 
men’s magazines during July and Au- 
gust. 

The ads will feature color photo- 
graphs of the Cory glass coffee brewer 
surrounded by “tall, dark and deli- 
cious” glasses of iced coffee in an in- 
viting garden setting. Copy extols the 
delights of iced coffee as a delicious, 
refreshing beverage, and advises that 
the best iced coffee must be made 
strong, and made right. A special plug 
is given the patented Cory glass filter 
rod, which “filters coffee only through 
coffee.” 

The coffee industry anticipates that 
the Cory campaign will give valuable 
support to the industry-wide summer 
promotion of coffee, hot or cold, as a 
summer beverage. 


EUREKA ATTACH-O-MATIC 


Eureka Vacuum Cleaner Company 
wil introduce a newly-perfected and 
exclusive attach-o-matic device which 
makes possible the interchange of 
various new cleaning devices with its 
“postwar” upright vacuum cleaner, 
according to H. W. Burritt, presi- 
dent. 

The unit, which will become an 
integral part of Eureka’s complete 
home cleaning system, will be pro- 
duced as soon as war conditions allow 
and manpower and materials are avail- 
able. 

Developed by the Eureka engineers, 
the device can be fitted into the 
motor compartment of the upright 
cleaner. Making direct contact with 
the motor, the attach-o-matic auto- 
matically disconnects the rotary brush 
belt and shifts suction power to the 
device itself. When removed, the 








brush belt automatically reconnects. 

When the cleaner’s flexible hose is 
connected to the attach-o-matic, ad- 
ditional cleaning tools may be em- 
ployed, including a dusting brush, 
sprayer, demother, crevice tool or the 
floor and wall brush. 


PF CORRECTION CHART 


A useful, time-saving chart has been 
devised by Cornell-Dubilier Electric 
Corporation engineers for quickly de- 
termining the capacitor KVAR tre- 





Jlico 


Electrical 
Connectors 


WHAT WE SAVE IN WEIGHT 
YOU SAVE IN COSTS 


Most value per dollar . . . most service 
and satisfaction. Figure it out . . . you're 
way ahead because ILSCO PRODUCTS are 

12% cooler 

50% lighter 

75% lower price 

99% pure electrolytic copper 
100% conductivity 


WRITE FOR 32-PACE 
ILLUSTRATED CATALOG. 








Southeastern Representative 
VERLYN H. BRANHAM 
180 Interlochen Drive, N. W. 

Phone CHerokee 5256 
ATLANTA, GA. 
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quired to increase power-factor to any 
desired value. The chart is extremely 
simple to use. On the reverse side of 
the chart are tables on the effect of 
improving power-factor on a 3-phase 
circuit in conduit, also useful capaci- 
tor application formulae. 

Copies of the chart may be obtain- 
ed free on request to the Power-Fac- 
tor Capacitor Division, Cornell-Dubi- 
lier Electric Corporation, South Plain- 
field, New Jersey. 


GULOW VARI-FORMER 

The Gulow Vari-Former, made by 
the Gulow Corporation, 26 Waverly 
Place, New York City, offers extreme 
flexibility in a-c voltage control. Volt- 
age is continuously variable without 
circuit interruption from zero to max- 
imum values. A self-aligning solid sil- 





| 
L 


vet contact, finger-tip controlled by a 
single knob switch, provides a small 
increment voltage change throughout 
the range of the device. No carbon 
brushes are used. Incremented in- 
— is in the order of 0.75 volts or 
ess, 


Gulow units are supplied either 
with auto-transformer winding or sep- 
arate windings for isolation of circuits. 
Available for one or three phase use 
with single control. Class “A” or “B” 
insulation optional. Sizes and ratings, 
as well as an informative bulletin, will 
be furnished on request on company 
letterhead. 





WIREMOLD ELBOWS 
The Wiremold Company, Hartford 


metal raceways and fittings for electric 
lighting, power, telephone and signal 
system wiring, announces an import- 
ant design improvement in the con- 
struction of No. 3011 and No. 3018 
elbows for use with No. 3000 Wire- 
mold raceways. The new design elimi- 
nates all sharp corners in the interior 
of the elbow, presenting smooth, 
rounded surfaces for the raceway, and 
eliminating danger of abrasion of in- 
sulation on conductors. 

This same effect has been accom- 
lished in the No. 3017 by providing 
the elbow with a cover. 
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JUST A HANDFUL 
of T&B LOCK-TITE* 
PRESSURE CONNECTORS 


That is all you need for most 
lugging and tapping on mainte- 
nMance, repair, construction or 
change-over wiring jobs. 


Each Lock-Tite Connector takes 
several overlapping cable sizes 
up to 1000 MCM, and handles 
any type of cable—solid, 
stranded, flexible, extra-flexible, 
hemp-core, rod or tubing. 


Being solderless, T&B Lock- 
Tite Connectors are easy and 
quick to install. Being T&B en- 
gineered, they resist vibration. 
Being salvageable, they can be 
used over and over again. 


Of course you want Connectors, 
approved by Underwriters Lab- 
oratories, that are electrically 
and mechanically correct. Order 
an all purpose assortment of 
T&B  Lock-Tite Connectors 
from the stock of your nearest 
T&B Electrical Distributor. 


Under the T&B 100% Distrib- 
utor Plan, all T&B products are 
sold exclusively through the 
competent service organizations 
of T&B Electrical Wholesalers. 
*Trademark Reg. U. S. Pat. Off. 


Write for NEW Lock-Tite 
Connector Folder for all the 
dope on this Lock-Tite line. 


The Thomas & Betts Co., 
Incorporated 
Room 423 
Citizens & Southern Bldg. 
Atlanta 3, Ga. 


The Thomas & Betts Co., 
Incorporated 
518 Masonic Temple Bidg 
New Orleans 12, La. 


The Thomas & Betts Co., 
Incorporated 
P. O. Box 2372 
Charlotte, North Carolina 
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THE THOMAS « BETTS CO. 


INCORPORATED 
manufacturers of electrical fittings since 1898 
ELIZABETH, 1, NEW JERSEY 
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TELECHRON SELECTOR 


The “Selector’—an electric alarm 
clock which will awaken the soundest 
sleeper to the strains of radio music, 
turn the radio on for selected pro- 
grams throughout the day or night, 
and automatically switch the set off 
upon retiring—heads the list of post- 
war products developed by Warren 
‘Telechron Company, Ashland, Mass. 





Besides automatically turning on 
the radio, the “Selector” can be used 
for starting a coffee percolator at a 
given time, switching houschold lights 
on and off, timing roasting operations 
and defrosting refrigerators. Due to its 
switch mechanism rated up to 1650 
watts, it will time and control any 
household appliance which can be 
plugged into a conventional outlet. 

First in a series of Telechron spe- 
cialty clocks which will feature new 
awakening methods and perform many 
new timing functions, the “Seiector’’ 
will retail for approximately $10. It 
will be made available to the postwar 
buying public through Telechron’s reg- 
ular distribution outlets. 


BULLDOG SWITCHES 
The Bulldog Electric Products Co., 


7610 Jos. Campau Ave., Detroit 32, 
Mich., have just published their lat- 
est condensed catalog, No. 451, on 
safety switches, light and power panel 
boards, switchboards, and bus duct 
systems. Copies of the catalog are 
available upon request. 


LIGHTING BOOKLET 


A new lighting products booklet 
containing useful information for in- 
dustrial and commercial users of light- 
ing is available from Sylvania Electric 
Products, Inc., 60 Boston St., Salem, 
Mass., on request. ‘The booklet con- 
tains comprehensive information about 
industrial, commercial, portable and 
inspection of fluorescent fixtures; 





fluorescent lamps, starters and lamp 
holders. Incandescent types listed in- 
clude daylight lamps; large wattage 
lamps; vibration and rough service 
lamps; 3-light lamps; floodlight and 
spotlight lamps; tubular lamps, lum- 
line lamps; sign and decorative lamps; 
and those for 6, 12 and 30-volt serv- 
ice. 


CIRKLAIR ATTIC FANS 


Announcement received from ‘lhe 
Folsom Co., Dallas, Texas, advises that 
there will be a limited production of 
both attic fans and circulating air ‘ans 
of the well known Cirklair brand. 
The authorities have given The Fol- 
som Co. approval of production of 
limited quantities of both types of 
fans. 

For the past four years, ‘The Vol- 
som Co. has devoted its manufacture 
ing facilities entirely to production of 
war material. During this period, ‘The 
Folsom Co. purchased a factory build- 
ing that provided many times the area 
formerly occupied. The larger space 
made possible the addition of much: 
equipment, and provided other need- 
ed facilities ‘or more and better pro- 
duction. 








Conduit Type B Set-Screw Type 5B 










Grounded Type BL 





Thin Wall Type SBT 
- pel 


e € Special Bakelite Type BB 


INSULATED BUSHINGS 


CONDUIT TYPE B, with bakelite molded into 4 
malleable iron casting to insure against grounds. 


SET-SCREW TYPE SB for use with threadless con 
duit are securely fastened by case-hardened cup 
point set screws. 


THIN WALL TYPE SBT similar in design to type SB 
for use with thin wall conduit (E.M.T.). 


GROUNDED TYPE BL combines an insulated bush- 
ing with a combinatioa 
lug for making a quick 
Positive ground connec: 
tion. 

SPECIAL BAKELITE TYPE 
BB for use with cables 
passing through standard 
conduit knock-outs 10 
metal boxes or tro’ 
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ELECTRONIC HEATERS . 


Application of Allis-Chalmers vacu- 
um tube electronic heaters for both 
induction heating of metals and di- 
electric heating of non-metallic mate- 
rials is explained in a well-illustrated, 
fully descriptive, 4-page bulletin issued 
by the Allis-Chalmers Mfg. Co. 

How the two types of heating work 
and the advantages of each are clearly 
pointed out, and numerous successful 
applications are indicated. Illustrations 




















EFFICIENCY 
NESTED 






















@ Simple .. . rigid - . strong .. 





of typical production set-ups of the features that have made EFFICIENCY 
standard 20 kw heater are included. Nested Cleat Racks the choles for offi- 

The bulletin, B6372, may be ob- pe permits cable pp hn Agog 
tained by request from Allis-Chalmers i” a mobos ak oe 
Mfg. Co., Milwaukee i, Wis. CIENCY Time Saver Cleat, designed. for 


use in conjunction with Nested Cleat 


> . ~ © r oT i > Racks. Note, in the illustration, that 
REINFORCED BUS STRUCTURE the cleat is mounted permanently with 
° ° 7 a ‘ one bolt, thus forming a solid support 

A new publication No. 4504, issued for the wire or cable. With this design 

P lack, 

by Delta-Star Electric Company, 2400 Ge one eae Ee ES Se eee 
Block Fulton Street, Chic: gO i? de- pension. Using these units in combina- 
ee tion one man can install cable faster 

scribes and pictures seinborced high than two men with the usual type of 


cleats and racks. 

hort circuit stresse ese. wanna WRITE TODAY for our Catalog No. 38B . . . contains complete information on this 

short Circuit stresses where currents and other EFFICIENCY Electrical Devices. 

of several hundred thousand amperes | ermonmmrennnnmmmnnmnummmmmmnmce Seite SUS 

are a possibility. Copies are available | og 

upon request. : —— oF MANUFACTURERS OF EFFICIENCY 
; : > e ELECTRICAL DEVICES FOR CONDUTT, 


voltage bus structures to withstand 





Maintaining Industrial 
Electrical Equipment 





TRACTOR RING * 
(Continued from page 42) Aa S; 


tion and oxidation or skinning. Peri- 
dic filtering straining is desirable. 
Additions of thinner should be made M. & W. WATER-TIGHT RUBBER BUSHING TYPE 
jew cont steand vt) TT GONNECTORS FOR SERVICE ENTRANCE CABLE 
perature as the varnish, especially in 
the case of synthetic-resin varnishes, 
30 as to prevent the resin base from 
temporarily throwing out of solution 
or coagulating. 

When mixed with air, vapors from 


solvents in varnishes are inflammable 
and explosive. They sometimes affect 


Pr ot San St pee» Te M. RW. ELECTRIC MANUFACTURING CO., INC. 


constant exposure to the fumes. Ade- EAST PALESTINE OHIO 


quate ventilation should be provided 
both for treating and for baking to. aimee 
maintain the concentration of vapor 
below the explosive or toxic limit. 





The design of the rubber bushing is such that 
it has a greater surface contact around the 
cable than the conventional bushing, assuring a 
water-tight fit around the cable. 


Send for Copy of Bulletin 14 
which illustrates our complete line. 




















VARIOUS NEW MODELS 
AND RANGES 
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and arms in frequent contact with 
the skin to avoid skin troubles. 


Infections of the skin sometimes ° 
ce cag m8 Test Insulation the Modern Way 
varnishes or solvents. All possible safe- 
guards should be used to eliminate 
To obtain the best results all sur- NEW BATTERY-VIBRATOR TYPE 
faces to be coated should be clean, No more tiresome cranking of a hand-driven 


occur when workmen have their hands 

with a MODEL B-5 
any direct contact of wet varnish with 
! . - . . . Entirely self-contained, stead 
dry, and free from grease and dirt. oe gto: 4 


test potential of 500 volts DC, available at the 
Metal parts should be carefully touch of a switch. Direct reading in insulation 
pickled, or, if the presence of insula- resistance 


tion prevents such treatment, thor- 


oughly washed with a suitable solvent. ERMAN H. STICHT CO., INC. 


Where a smooth finish is desired, nap oy #hun denies NEW YORK. N.Y WRITE FOR BULLETIN No. 430 
may be removed from tapes or threads 
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mOLDING DOUBLE CUPPED 
m * WASHER LUGS * 


SIZE and TYPE for every need! 


WRITE FOR BULLETIN 8-DF 


i KRUEGER ~ HUDEPOHL 
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by singeing. Any small particles on the 
work at the start may increase in size 
and become more unsightly after each 
varnish coat and succeeding baking 
operation. 


Temperature Control 


In so important a series of opera- 
tions as applying and baking film in- 
sulation to armature and field coils, it 
is of the utmost importance that a 
sufficient temperature be maintained 
to thoroughly expel all solvent and 
moisture and to properly set the var- 
nish film to a degree of hardness and 
permanence which will in no way be 
affected by subsequent service. 

Insulating systems containing cellu- 
lose materials in the form of cloth, 
tape, twine, paper, etc., when treated 
with modern varnishes, can be safely 
subjected to baking temperature of 
125 to 150C (255 to 300 F). 

Electric or steam ovens properly de- 
signed should be used to provide for 
uniform temperatures, and ventilated 
to remove all solvent vapors. 

If the process is correct, baking re- 
moves the last traces of solvents and 
moisture. With synthetic-resin vas- 
nishes, baking promotes the conversion 
of the resin to an insoluble state and, 
from an insulation standpoint, can 
produce desirable properties in a few 
hours that weeks of air-drying might 
not achieve. 


Baking not only removes moisture 
and solvents from the film or winding, 
but also greatly improves nearly all 
the electrical, mechanical, and chemi- 
cal properties. There is also far less 
deterioration in service, because bak- 
ing has produced chemical changes by 
making the varnish less susceptible to 
oxidation. This was true of the older 
oleo-resinous varnishes, but it is even 
more important with both straight and 
oil-modified synthetic types where 
heat promotes structural changes and 
curing that may never take place if 
the varnish is air-dried. 

It is also very desirable to use 
higher baking temperatures with syn- 
thetic types to produce the best prop- 
erties. A much better coil is obtained 
if it is baked at 125 C to 150 C than 
at 100 to 110 C, as the varnish sets 
so much faster with less oxidation. 

The hardening process is complex 
in any case, and any insulating process 
must take into account the chemistry 
of the materials to make sure that 
the following are provided for: (a) 
complete penetration and filling; (b) 
complete removal of solvent; (c) poly- 
merization of the varnish to a hard or 
gelatinous state where the best avail- 
able properties are obtained; (d)_re- 


moval of oxidation and polymerization 
reaction products before surface setting 
takes place; (e) retention of maximum 
varnish base in windings; (f) mini- 
mum injury to insulation already on 
the wire in the assembly, either from 
heat, solvents, or mechanical forces. 
At present, best results are obtained 
only by allowing proper time to ac- 
complish these effects. 

(Proper choice of viscosities of var- 
nish, curing characteristics of the var- 
nish base, need of oxygen, tempera- 
ture-time relationships of heating of 
coils in a given oven, draft, ventilation, 
heat capacity, position of coils or as- 
semblies, etc., all enter into the de- 
sign of a satisfactory baking process. 
This is the most difficult part of the 
whole treating process to cope with. ) 

The chief methods of treatment of 
windings are: (a) dipping — with or 
without prebake; (b) vacuum filling; 
(c) pressure filling; (d) combinations 
of (b) and (c); (e) brushing or coat- 
ing as coil is wound; (f) use of pre- 
treated materials. 

Dipping is the oldest and simplest 
method of applying varnish. In most 
applications, as on sinall motors, where 
baking temperatures from 125 to 150 
C are used, prebaking is unnecessary, 





Gedney Threaded Type 
Conduit Bodies for 
Heavy Wall Conduit 


Gedney Threadless 
All Types Type Conduit Bodies 
Type %” to 4” for EMT Thin 
Wall Conduit 
All Types— 


Sizes 4%” to 2” 





Gedney Type “FS” 
Double-Gang Shallow 
Threaded for Heavy Wall 
Conduit. All Types. 





Gedney Shoe-Hold 
Connectors for 
Armored and Non- 
Metallic Cable 
Sizes 34”—2” 


OUD 


3-Piece Couplings 
y%," to 4” 





GROUND FITTINGS 
For Armored or Bare 
Copper Ground Wire 
—5 Sizes, Taking 
Ground Pipe 14” to 6” 


Sold through Electrical Wholesalers 


RKO Bldg., Radio City, New York 20, N. Y. 





GEDNEY FITTINGS FIT 


CONDUIT BODIES 





GEDNEY ELECTRIC COMPANY 
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as all moisture in the insulation sys- 


ig tem is effectively removed during the 
n baking cycle. In some instances, how- 
i- ever, as in the treatment of coils of 
n large cross section, it may be desirable 
n to prebake the insulated coil or wind- 
S. ing before dipping. This will facilitate 
d varnish penetration. 


Best results are obtained by using 
dipping varnish as heavy as possible, 
but which will still permit adequate 
penetration and filling. When the 
; varnish is baked and the thinner evap- 
f orates, there will then be a sufficient 
amount of varnish base left to do a 
good job of insulating. 

A varnish cannot be dried or har- 
dened if allowed to stew in its own 
solvent vapors. In this connection, 
vacuum baking has proved most useful 
for complete drying of large coils; the 
process is not necessary for small mo- 
tor windings. 








| Wave Windings for 
A-C Motors 


(Continued from page 36) 


The sequence of conductor pick up 
for a four conductor per slot, left hand 
leads on bottom, counter clockwise 
winding is shown in Fig. 2 of the pre- 


ceding chapter. (See June issue.) 
The next chapter will continue the 
description and definition of a-c wind- 
ing terms, and will define the series 
of coils, slots per pole per phase, and 
take up the construction of diagrams. 





Profitable Antenna 
Business Returns 
(Continued from page 22) 


installation of his service equipment 
and is doing a nice business on con- 
ventional and FM sets. 

At the end of the war or just be- 
fore, he expects to move into a new 
and larger building where he will 
handle the sale of FM sets, tele- 
vision sets, and a full line of electrical 
appliances such as ranges, refrigera- 
tors, and washing machines. 





Contractor’s Opportunity 
In Electronic Field 


(Continued from page 26) 


tronics for the electrician, published 
by a nationally known concern. 

It is my belief that the teaching of 
mathematics with such courses will 
discourage a great percentage of the 
men, and should be taught as a sep- 





























arate course to those wlio desire it. 
Mathematics has been found unnec- 
essary in training men for this indus- 
try, as the engineering should be left 
to the contractor and factory repre- 
sentatives. 

My staff sees the situation as it will 
be and is taking full advantage of 
this opportunity. I have been ap- 
proached by others about attending 
our classes, but at the present, we have 
neither the time nor space available 
to train more than our own staff. 

If contractors will look into the fu- 
ture and prepare for electronics, I see 
no reason why we cannot ask and get 
proper municipal control of the in- 
stallation and maintenance of the 
greater percentage of electronic equip- 
ment. 


Home Wiring Is 
Good Specialty 
(Continued from page 21) 


in for wiring and the company 
charges $11 for the pair. They bore 
the hole in the base at the owner’s 
tisk, install the upright and the socket, 
and the customer furnishes the jug 
and the shade. 

One of their customers recently lo- 
cated an antique kerosene chandelier, 





Health-aire Belt Driven Propeller Fans 
Available in all sizes 24 to 54 inches and capacities 4,500 to 25,000 C. F. M. 











Write for 


Anticipate your requirements now! 
full details concerning our plan that will sup- 
ply you with your summer needs. 


H. C. BIGLIN, 177 Harris St., N.W., Atlanta 3, Ga. 
| JOHNSON FAN & BLOWER CORPORATION 








Backed by 25 years experience in designing and manufacturing 
propeller fans and blowers, Johnson Health-aire belt driven fans 
combine the most advanced, the most effective engineering ideas. 


For all residential, commercial, industrial and public buildings, 
also, offices, stores, and all other similar places, Johnson 
Health-aire fans are guaranteed to give the finest performance. 


in capacities of 


Available in sizes 24 to 54 inches and 


4,500 to 25,000 C. F. M. 


FEATURES 


@ All steel welded construction. 


@ Capacitor, long hour, 
mounted motors. 


@ Dynamically and statically balanced 
for quiet operation. 


resilient 


@ Adjustable tension, over - powered 
drives. 

@ Rated and tested in accordance 
with ASHVE and NAFM codes for 
propeller fans. 
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one of the kind that was raised and 
lowered for filling and lighting by a 
brass chain. It was an ornate fixture 
with lots of glass prisms and other 
decorations. This lamp was electrified 
and hung. The whole thing cost the 
owner $350. 

Bob Willis and Bob Craig own the 
C. & H. Electric Company and they 
expect to continue to specialize in 
household maintenance after the war. 

“The demand will be even better,” 
Mr. Craig said, “‘because there will be 
more appliances sold and plugged in- 
to the old wiring. Here in Kansas City 
they are now selling a room heater 
that pulls 1500 watts. Some home 
owners are buying them to warm up 
a cold corner and plugging them into 
a line which is already carrying an in- 
termittent load of 2000 watts, so when 
fuses start popping or they smell rub- 
ber burning, they think of calling an 
electrician to have their wiring 
brought up-to-date.” 


Limitations of 
Dielectric Heating 
(Continued from page 19) 


the engineering factors. 

The voltage gradient, that is, the 
voltage per inch, permissible across 
the material may be a limiting factor. 
The radio frequency voltage which 
will puncture a given dielectric ma- 
terial is generally much lower than the 
60 cycle voltage which a material will 
stand. It appears desirable to keep 
the voltage gradient below 2000 volts 
per inch in porous materials and less 
than 5000 volts per inch in less 
porous. 

Another type of voltage limitation 
may be reached in some applications 
where it is impossible to have the 
electrodes in contact with the material. 
This gives rise to a condition in which 


| the space between the electrodes is 


> fed and Guaranteed by 


occupied by two materials of widely 
different dielectric constants. The po- 
tential distribution in this case may 
be such as to cause a breakdown of 
the surrounding medium (usually air). 

This is a term commonly used to 
express the degree to which materials 
will absorb energy by dielectric heat- 
ing technique. It is easily measured 
by means of proper equipment. As the 
loss factor approaches zero, it becomes 
increasingly difficult to transfer power 
into the material. A practical lower 
limit in the loss factor, of materials 
which can be heated effectively, ap- 
pears to be between 0.005 and 0.01. 
Pure polystyrene, quartz and certain 
other loss materials have loss factors 
considerably below this value and are 
exceedingly difficult to heat by di- 
electric methods. 

The upper limit probably blends 
into the range where the material be- 
comes sufficiently conductive as to 
respond to inductive fields, although 
some skin effect will probably be 
noted before this limit is reached. 

A whole treatise could be written 
on electrode design. One point to be 
emphasized is the fact that heat is 
not generated in the electrodes to any 
appreciable degree by the diclestric 
heating process. The electrodes may 
be heated by heat transfer from the 
dielectric material being processed. 
Often this is undesirable due to the 
temperature reduction of the adjacent 
material and may become a limiting 
factor in some processes. Various sim- 
ple methods are in common use to 
minimize this effect. 

Dielectric heating is a very useful 
tool in industry, one which is finding 
new applications every day. However, 
as with any tool, there are certain 
limitations which prevent its promiscu- 
ous application to all types of prob- 
lems. By realizing these limitations, 


and the series of compromises often 
necessary, a careful analysis will per- 
mit the average electrical engineer to 
apply it intelligently to work which it 
can do well. 





Adequate Wiring 
For Virginia Schools 
(Continued from page 16) 


tion passed by the legislature will 
bring to all the schools of the state 
training programs which have been 
used so successfully by the army, 
navy and industrial plants during the 
war. 

Intelligent use of motion pictures 
have produced unbelievable results in 
the field of learning and Governor 
Darden said the results were such 
“that there is no further reason to 
speculate.” 

There are 2,116 schools without 
electricity, 953 white schools and the 
balance negro schools. 

Present classroom showings _ of 
film are expected to pass the 20,000 
mark in the 450 schools able to use 
the equipment. In 1941 the class- 
«oom showings of film was only 3,723 
but it jumped to 13,455 in 1943. 

A scientific adequate lighting pro- 
gram will be laid out for the instal- 
lation of electric lights in the unwired 
schools and officials of the Virginia 
Board of Education said that many 
young eyes would be saved. 

There was no question but that 
many eyes were sacrificed because 
of squinting caused by lack of ade- 
quate lighting, particularly on the dark 
days of winter. 

With talking moving pictures, ade- 
quate lighting and other modern im- 
provements, many of the Virginia 
schools in more or less isolated com- 
munities and in locations at a distance 
from cities, are expected to become 
real community centers. 
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Connecting Diagrams for Lap-Wound 
Induction Motors 


Every man concerned with motor rewinding will 
want a copy of this new publication by A. C. Roe 
which contains 72 modern connecting diagrams for 
induction motors of from 4 to 12 poles. 
grams are arranged for dual voltage connections and 
best magnetic balance. 
book is available with each 3-year subscription to 
Electrical South—total cost, $3. Write at once to 
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A copy of this 132 page 


Atlanta 3, Ga. 





ELECTRICAL SOUTH for JULY, 1945 














a ee 


+ oO 


a lee 


While no definite instructions Were 
issued in regard to letting wiring con- 
tracts and the purchase of equipment 
such as projectors, lighting fixtures, 
and other equipment, the state law 
provides for contracts to be let to the 
lowest and best bidder. 

It is expected that the work will 
be spread among the contractors of 
the state so that many of the smaller 
operators will have a chance to partici- 
pate in the work in their locality. 


How to Sell More 
Foot-Candles 


(Continued from page 12) 


than six fluorescent lamps, it is more 
expedient and economical to install 
continuous rows of units. This also 
makes for better distribution of light 
and often a better over-all appearance 
of the room. 

If two continuous rows of units are 
installed in the room instead of the 
eight individual units, the foot-candles 
can be bumped up to 47 if four lamps 
per unit are used. Each row will re- 
quire a total of nine units. Should a 
fixture be used having six lamps, the 
level of illumination can be raised 
further to 70 foot-candles. All of these 





foot-candle values are based upon a 
maintenance factor of .70 and after 
100 hour’s operation. The foot-candle 
measurements taken when lamps are 
new, therefore, will be considerably 
higher. . 

It must be remembered that a good 
lighting job does not mean high foot- 
candles alone. When 50 foot-candles 
or more are reached, the brightness 
may be excessive for comfortable see- 
ing. ‘The layman often refers to high 
brightness as “too much light.” The 
error of such a statement is apparent 
when we consider that very comfort- 
able seeing is experienced in the shade 
outdoors on a sunny day while the 
foot-candles measure 500 or more. Fif- 
ty or more foot-candles need not be 
“too much light” indoors if the bright- 
ness is controlled. 

To reduce brightness, lamps should 
be concealed from view. Fixtures hav- 
ing bare lamps do not make for good 
seeing conditions. Louvers, translus- 
cent glass and plastic help to reduce 
the brightness and add to the favorable 
appearance of the room. 

Fluorescent lighting provides an op- 
portunity to relight America. It has 
caught the public fancy. It has re- 
duced the cost of light materially. But 
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tHe pres r$er MAKER 


provides fully the comfort 
and ventilation so essential 
in army barracks, mess halls, 
hospitals, headquarters, 
theaters and other military 
buildings. Its fine design and 
sound construction meet the 
specifications drawn for 
army fans.and it is particu- 


larly adaptable to the various types of installations 


found in army buildings. 


HY-DUTY BLOWERS 


Single Inlet-—Double Inlet. 400 
CFM to 12,500 CFM. Delco 

Single Inlet Blower illus- 
trated at left is particularly 
adapted for ventilation of 
mess halls in military estab- 
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there is nothing magical or different 
in the light from a fluorescent lamp 
than that from any other light source. 
It must be controlled as we must con- 
trol daylight or the light from incan- 
descent lamps in order to provide 
proper distribution and freedom from 
excessive brightness. 

The same principles utilized in the 
years before the advent of fluorescent 
lighting will generally apply today. 
The care and good judgment used in 
planning new fluorescent installations 
will determine the pace of the pro- 
gress we will make in the future. With 
our knowledge of the illumination re- 
quirements for good seeing and our 
experience in lighting fundamentals, 
we can bring America from darkness 
to light with profit and happiness to 


Refrigeration Firms 
Good Prospects 
(Continued from page 17) 


system at other points. 
lation of air is stopped, permitting 
moisture to collect in the system. Use 


of wrought iron conduit, lead cable 
and air tight light fixtures permits 
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free circulation of air, thus drying out 
what moisture collects and preventing 
troublesome condensation. 

A properly installed moisture-proof 
system, according to Ludke, will ren- 
der efficient service for from 15 to 
25 years, provided it is not disturbed. 
He knows of one such installation 
that has been in service for 15 years 
on a Mississippi River boat. 

In case of failures in a locker or re- 
frigeration plant, temporary relief can 
be supplied by using RHT or Type 
RP wire, which is moisture resistant 
and complies with federal specifica- 
tions. This installation will last from 
one to five years, depending on condi- 
tions, particularly the amount of con- 
densation present. But the only per- 
manent relief is obtained by the use 
of lead cable and vapor-proof fittings. 

Such an installation, as sold by 
Ludke, costs the customer $15 per 
outlet, compared with the standard 
system at $8 per outlet. He would 
prefer to install basket weave leaded 
and armored cable, for that is the 
best material for the job, in his opin- 


ion, but it comes to $22.50 per out- 
let. 

If the same size bulbs are used in 
vapor-proof fittings that were used in 
standard fixtures, there is a loss of 
about 10 per-cent in the amount of 
light available. However, this deficien- 
cy can be overcome by using larger 
bulbs, and special shades are available 
for the creation of concentrated light 
areas. 

Ludke points out that one adyan- 
tage in going after this type of busi- 
ness is the fact that all such customers 
enjoy high priority ratings and there 
is no difficulty in obtaining necessary 
materials. His promises for completion 
of a job are made with reservations, 
however, because of the uncertainty of 
material delivery. But he can general- 
ly complete such an installation in 
60 to 90 days. 

Ludke says the field is not limited 
to locker and refrigeration plants. Ap- 
proximately the same installation, be- 
ing dust-tight, makes flour mills ex- 
plosion proof. He has done such jobs 
for flour mills and thinks contractors 
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in other regions should investigate 
these prospects. 

Fertilizer plants are also on his 
prospect list, for the ammonia neces- 
sarily used eats out standard wiring 
in less than a year, he says. 

This could be a tip to contractors 
looking for business, Ludke thinks, 
for ammonia is used in various in- 
dustrial processes. Standard electrical 
installations also fail where there is 
a chemical action of sulphur and even 
coal cinders can destroy a standard 
wiring job, according to Ludke. 

In addition to his contracting activy- 
ities, Ludke has developed a substan- 
tial volume in re-winding and heavy 
motor repair and, even when his bus- 
iness was only 15 months old, he was 
already casting about for means of 
expanding his quarters. 





OPPORTUNITY 
WITH 
ELECTRICAL 
MANUFACTURER 


Electrical manufacturer of national 
advertised motor control, lighting 
and power distribution equipment 
offers permanent employment in 
application and sales engineering 
work to man with electrical engi- 
neering education or equivalent 
experience in sales of electrical 
equipment. Now serving war re- 
quirements with no reconversion 
problems, unusual postwar future. 
Give all particulars, including edu- 
cation, experience, age, etc. Salary 
expected, location in the South. 
Address reply to Box 602, Electrical 
South, 1020 Grant Bldg., Atlanta, 


Georgia. 
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Wind-0-Vent EXHAUST FANS 


Portable — Quiet — Dependable — Safe 


The Wind-O-Vent Exhaust 
Fan is built in four sizes with 
resilient mounted quiet-run- 
ning, heavy duty motors. Full 
directions for mounting come 
with each fan. 


This fan is of universal 
application either as an ex- 
haust fan for commercial use 
or as a window fan. 





WOV-30 (Typical) 
Rear View 


CERTIFIED 
RATINGS 


TEST STATEMENT—Each Reed 
Unit Fan bears a certified rating 
label of the Propeller Fan Man- 
ufacturers Association. This la- 
bel certifies that the fan has 
been tested in strict accordance 
with the Standard Test Code as 
approved by the American Soci- 
ety of Heating and Ventilating n 
Engineers. Front View 
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Metal Wheels—Rubber Tires 
Metal Tubular Handle! 









Two toned beauty with juvenile decal, seat guard 
and detachable handle. Sensational new rocket de- 
sign. Smooth-rolling rubber tired metal wheels. 
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RED PLASTIC CAN 


@ Fully automatic. 


@ Locks out and resets without touch- 
ing the starter. 

@ When lamp becomes inefficient 
flickers or blinks, the Lloyd Auto- 
matic cuts off the current. Auto- 
matically starts the new lamp when 
inserted. 


@ Prevents overheating of ballast, in- 
Saves maintenance 


creasing its life. 
and power costs. 
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